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NO COMPROMISES 


Gorham master craftsmen work against a back- 
ground of tradition that informs with inspiration 
both themselves and the results they achieve. 
And, theirs has for generations been the kind of 
artistry that brooks no compromise with either 
its inspiration or the medium in which it works. 
Therefore, the name Gorham on silver has come 
to be synonymous with the finest attainable in 


beauty of design, quality of execution, restrained 


richness of perfected work. Of this, the dis- 
criminating in your neighborhood are well aware. 
The aureole of known excellence that surrounds 
all silverware fine enough to bear the Gorham 
mark reflects itself upon the prestige of the store 
where the choice of Gorham silverware is avail- 
able. It remains only for the dealer to recognize 
how this subtle, but pervasive force can work for 


him and so for him to profit. 


THE GORHAM COMPANY, PROVIDENCE, RHODE ISLAND 
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Fighting Against the Duty on Silver 


throes of a fight with Congress over the pro- 

posed duty of 30 cents per ounce which the 
Senate Bill levies on raw silver imported into this 
country. This provision, which seemed to be merely 
a political gesture intended to please the silver mine 
owners, was given little consideration at first, as it 
was not thought possible that the members of the 
Senate would consider for a minute the levying of 
such an impossible duty upon a money metal which 
was, at the same time, a raw material for manufac- 
turing. However, following the “log rolling” that 
went on in that august body, this “gesture” became 
incorporated in the Senate Bill and went to the Con- 
ference Committee, which is making the Tariff Bill 
we are to have. It is possible that before these lines 
are read, the Conference Committee may have acted 
upon the provisions. 

It needs no economist or even business expert to 
see the danger to every industry in the country 
using silver as an important part of its raw material, 
should such a strange provision be enacted. As far 
as the retail jewelry and silver manufacturing in- 
dustries are concerned, the measure is seen as a blow 
aimed at the very foundation of their prosperity. 
For should the duty be enacted and accomplish its 
purpose it will mean that the American manufac- 
turer will pay for his raw material 30 cents more 
per ounce than does his foreign competitor, which 
at present prices means a differential of 75 per cent 
against him. This, with the lower cost of foreign 
labor, would mean a manufacturing cost by the 
American silversmiths of nearly 100 per cent above 
their competitors in England, Germany or France. 
To offset this, the tariff provides a duty of but 65 
per cent. 

It should be recalled that this provision has never 
been debated in the House of Representatives, and 
we cannot believe that even the Senators who voted 


Aes silver industry of the country is in the 





for it gave any thought to the absurdity of taxing a 
money metal, much less to the fact that it would 
strike a paralyzing blow to many American indus- 
tries, of which silversmithing is but one; that it would 
tend to increase unemployment in manufacturing 
lines and put the American people in the strange 
position of paying for silverware almost double 
what is paid by the rest of the world. All this on the 
doubtful chance that it might help a few mine own- 
ers. 

The strenuous fight against this measure con- 
ducted by the Jewelers Vigilance Committee, with 
the aid and assistance of the American National Re- 
tail Jewelers Association, the Sterling Silversmiths 
Guild of America, the New England Manufacturers 
and other bodies, has aroused not only the jewelers 
of the country to the danger which the provisions 
hold but also people in many other industries, in 
banking and finance, as well as students of economy 
and lovers of fair play. Congress has heard and is 
hearing of the mistake in no uncertain terms. 

A most able brief incorporating the serious ob- 
jections to the bill both from economic and business 
standpoints has already been sent by the Jewelers 
Vigilance Committee to every member of Congress 
as well as to the Conferees. With this also has gone 
a supplemental statement that shows clearly and in 
a few words the absurdity of the whole proposition 
and the harm that it will do. 

We can only hope that this intelligent plea for 
common sense, fair play and justice will have some 
effect, and that the vital interests of the silverware, 
jewelry, chemical and other industries will not be 
allowed to be “butchered to make a miner’s holiday.” 


Editor. 
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HE maxim at the head of this article has a three- 
fold content. It implies first that we should know 
the past performance of the store; second, that 
we should know its present performance, and finally that 
we should predicate a plan of action for the immediate 
future, based upon a knowledge of the past and of the 
present. Most concerns keep records of the past, but 
the value of this knowledge, in relation to the present 
and future, is frequently overlooked. Yet it is this 


EXHIBIT I 
Estimated Expenses February 1, 1929, to January 31, 1930. 
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knowledge which enables the retail jeweler, in a large 
measure, to control his own destiny. This viewpoint 
which draws upon the past is the basis of all planning 
and is summed up in the word budget. 

I want to present this subject of planning, or as it is 
frequently called, “budgeting,” not as something to be 
read and then forgotten; not as a mere tool to be used 
for a time and then to be discarded, but as a life concept, 







Every successful business is giv- 
ing increasing attention to the old 
maxim, “Know Thyself.” Trans- 
lated in terms of modern conditions 
this maxim says to the retail jeweler, 
“Know your own organization, and 
study your own market.” 


as a principle of conduct and of action, which will enable 
your store to render more efficient service and to increase 
its value to the community. 


GINUDGETING is not a mere matter of arithmetic, 
but in a thousand ways goes to the root of the 
prosperity of individuals and the strength of nations. 
Its application is universal. For instance, a timetable is 
a budget because it is a promise on the part of the rail- 
road to reach a certain destination at a given time, after 
taking into account the equipment, the number of passen- 
gers, the distance and the conditions en route. The build- 
ing of a house is a budget. It requires an inventory of 
our present resources, and the drawing of plans to fit 
our particular needs and resources. In other words, bud- 
geting in a broad sense is merely a conscious adjustment 
of means to ends, of resources to desires and needs. 
This meaning is in harmony with the historic meaning 
of the word “budget.” This word comes from the French 
words “la bougette,” meaning leather bag. In time this 
word came to be applied to the annual estimate of reve- 
nue and expenses made by the British Chancellor of the 
Exchequer. The word assumed this meaning because 
the British chancellors were accustomed to carry these 
estimates in leather bags. These estimates included all 
the sources of income and of expenses. 
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DISCUSSION of the budget procedure at this 

time seems most appropriate, because those busi- 
nesses that have operated under a budget have found 
that the budget gives them a definite control over their 
expenses and over their merchandise purchases and, of 
course, we know that the two outstanding problems of 
the jewelry trade are its high expense of operation and 
its slow rate of turnover. The budget is a definite aid 
in keeping the expenses in their proper relation to in- 
come, and in coordinating the buying so as to obtain a 
more rapid turnover. 

The reason for this is not far to seek. The budget 
gives a clear picture of all those forces that influence 
profits in your business. It places the emphasis not 
upon solitary facts but upon the relationship of these 
facts to each other. It means nothing to a retail store 
owner to know that his sales last month were $10,000, 
say; it does mean a great deal to him to know, however, 
that these sales were $2,000 more than those of the same 
month last year, that these sales were made at a markup 
of 42 per cent as compared with 40 per cent last year, 
and that the expense of operation this year was 33 per 
cent as compared with 35 per cent last year. 

The budget then is a definite and detailed statement of 
how much business you hope to do during the period 
under consideration, be that period a month, six months 
or a year. It is definite because it states the specific 
amount of each factor, such as sales, stock on hand, pur- 
chases, markups, markdowns and expenses. This state- 
ment, of course, must be based upon something more 
than a pious hope; it must be based upon the evidence 
of seen things. 


UDGET plans are generally drawn up for a period 
_of a year, and then subdivided into shorter periods 
varying from a month to six months. The actual per- 
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EXHIBIT I-B 
Report of Expenses 
Month of June, 1926 








This Month To Date 


Description 








Actual | Estimated 




















formance of each period is then noted and compared cur- 
rently with the planned performance. If the facts today 
indicate that you have over or underestimated your 
sales, or whatever other element in the budget you are 
considering, the figures are changed but they are changed 
in relation to the whole picture. Sales figures are in- 
creased or decreased with an eye to their effect upon 
markups and upon net profits. The advantage, however, 
of having a budget, even though it may be changed, is 
that it commits each individual working under the bud- 
get to a definite plan of action. It represents his best 
thought, and he is responsible for his own performance 
under the plan to which he has agreed. The budget very 
clearly fixes responsibility. 

The budget is a flexible New Year’s resolution. How 
large its variable is to be, however, depends entirely 
upon the skill with which the budget is operated. The 
General Electric Company makes products varying from 
a bulb in a flashlight, or a switch controlling the lights 
in your home, to turbine generators producing tens of 
thousands of kilowatts and weighing hundreds of tons. 
In spite of this variety of product, its budget of orders, 
that is to say, sales, vary from the actual by less than 
five per cent. 


HE drawing up of a budget can be broadly divided 
into two major groups—the budget concerning ex- 
penses of operation, and the budget concerning the buy- 
ing of merchandise for resale. The budgeting of ex- 
penses is by far the simplest. In making up an estimate 
of expenses for the succeeding period, we work on the 
principle that the expenses should constitute a certain 
part of the income. What this figure should be is com- 
paratively easy to determine for the jeweler, because of 
the extensive studies made of the jewelry trade by the 
Harvard Bureau of Business Research. 
(Continued on page 81) 
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The Recognized Authority of the Trade 











Continuous Interest in Timepieces 


that when man can conceive of the fourth 


iy may be, as some of our metaphysicians contend, 
dimension of space he will necessarily eliminate 


“time.” But in this workaday world and in our 
existence on a three dimensional plane, “time” will 
ever be a most important force, so much so that the 
lives of most human beings from the time that they 
rise to the time that they retire, and from the cradle 
to the grave, are more or less regulated by timekeep- 
ing and time-measuring devices. “We live by the 
clock” is a statement universally accepted as true. 
As our social and business life grows more compli- 
cated, accurate time plays a more and more impor- 
tant part; for the more things we have to do the 
less time we have to do them in and the more im- 
portant minutes and even seconds become. 

So today, accurate timekeeping instruments are a 
prime necessity wherever we may be—in the home, 
in traveling, in business or even in our periods of 
recreation ; and the jeweler, who is the logical source 
of supply for clocks, watches and chronometers, can 
feel that he is handling one of the prime necessities 
of the day. 

As accuracy and time grow more and more im- 
portant, so the jeweler’s opportunity of disposing of 
fine watches and clocks grows greater and greater, 


and where accuracy is combined with beauty in ma- 
terial and art in design, the jeweler has a product 
that can appeal to the public from these three stand- 
points. 

There is so much to be said on the question of time 
that the progressive dealer need never be at a loss 
for material to interest his patrons in watches and 
clocks. In some other lines he carries he can make 
a strong appeal in only certain seasons of the year, 
but on watches and clocks, the appeal can be made at 
all times, for the need of these products is always 
there. That is why he should look upon them as 4 
staple line, never to be neglected in his advertising 
or in his displays. 

In the sale of timepieces, the jeweler has a natural 
handicap over all competitors in other lines, inas- 
much as he is the recognized authority of timekeep- 
ing instruments and this is a line in which the pub- 
lic naturally expects service, and expert service, from 
the dealer. The jeweler’s technical knowledge and 
his reputation are, therefore, an unusually big as- 
set to him and he should capitalize this fact in his 
business. 

It is to be hoped that some of the articles pub- 
lished in this issue may aid the jeweler with some 
helpful suggestions that he can use to interest his 
customers more intensely in clocks and watches and 
aid him in merchandising these lines. 








ict 
1d- 


me 
OSs 
ind 
ike 
ar, 
» at 
ays 
$a 
ing 


ral 
1as- 
ep- 
ub- 
rom 
and 

as- 

his 


yub- 
ome 





ag 


April 10, 1930 


Defining the Word “Wholesale” 


LTHOUGH introduced as a general law and of 
A importance to many lines of industry, the 
members of the jewelry trade of New York 
will find particular interest in the bill introduced 
by Assemblyman Marks in the lower branch of the 
New York Legislature, that seeks to define and gov- 
ern the use of the word “wholesale” in business. For 
Mr. Marks’ act which has now been referred to the 
committee on Judiciary of the Assembly, attempts 
to amend the personal property law in relation to 
the words “wholesale” and “retail” and to define 
the word “wholesale” to mean the sale of goods or 
merchandise to be resold to another dealer and de- 
fine the word “retail” to mean the sale of merchan- 
dise directly to the consumer. 

But the important part of the measure provides 
that every person, firm or corporation engaged in 
the sale of merchandise at wholesale and retail 
which sells or offers for sale more than 10 per cen- 
tum of the amount of goods at retail shall include 
as a part of any display sign the words ‘wholesale 
and retailer” or “goods sold at wholesale and re- 
tail.” In addition, the act provides that such words 
must appear on all letterheads, billheads, order 
blanks, checks bearing the firm name and all public 
advertisements. Violation of the provisions of the 
section, if passed, shall constitute a misdemeanor. 

Whether or not such a law is practical or consti- 
tutional cannot be fully determined without careful 
investigation, but should it be 
found to be so and be passed 
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tained on constitutional grounds, that it will in no 
way be a solution of the entire problem or stop all 
the abuses for which retailers demand a correction. 
It is interesting, though, as one of the first steps in 
the way of legislation that are attempted in this di- 
rection. 


Small Diamond Imports in 
February 


OW strongly the pending Tariff Bill (with the 
H chance that it will reduce the duty on dia- 
monds by 10 per cent) is affecting the im- 
portation of diamonds into this country, is to be 
seen in the advance statistics of the diamond im- 
ports for February which have just come into the 
possession of THE JEWELERS’ CIRCULAR. For these 
figures indicate that the total value of the diamonds 
that came through the various ports of the country 
during the 28 days of that month amounted to less 
than a million and a half dollars, one of the smallest 
amounts that have been reported for many years. 

Of the February imports, the value of the rough 
diamonds is given at $436,226, of which about $140,- 
000 came from England (probably directly from the 
Syndicate), while about $265,000 came directly from 
Antwerp, the cutting center of Belgium, and about 
$27,700 directly from the 
Union of South Africa. 





by New York State, there is 





Strange to say, Holland sent 





no doubt that similar legisla- 
tion will be demanded by mer- 
chants in most of the other 
leading States of the Union. 
Therefore, as a precedent, the 
fate of this bill will be 
watched with interest by the 
mercantile world throughout 
the country. 

The legislation is in line 
with the growing demand 
among retailers to compel 
wholesalers who sell at retail, 
to disclose this fact to the 
public, and stop, if possible, 
the carrying on of a retail 
business under the guise of 
wholesaling. It is apparent, 
of course, that even if Mr. 
Marks’ bill is enacted and sus- 








Come On, Business, Let’s Go! 


Extract from an advertisement of the Chicago 
Tribune in other newspapers. 

OR three months business has 

been playing a waiting game. 

Adjustments were in order and lead- 

ers went into a huddle. Now waiting 

is no longer prudent or profitable. . . 

America needs leadership. The 
public looks to business for it. The 
politicians in Washington are only 
a crowd of ranting actors. They can- 
not do the country any real harm. 

The responsibility and opportunity 
to reestablish the high-tide of pros- 
perity devolves now, as always, upon 
the business leaders. Forces are al- 
ready at play which await competent 
direction. Now is the time for de- 
cisive action. 

The winter is behind us. Thoughts 
are turning to new styles, new. mer- 
chandise. New vigor ripples through 
trade. Optimism blooms. 

















us rough valued at but 
$3,200 during the month. Of 
the cut diamonds which to- 
taled in all $992,120, about 
two-thirds we received from 
Antwerp and less than one- 
third from Amsterdam, with 
shipments of about $13,700 
from England and $12,600 
from the South African cut- 
ting industry. 

These figures, together with 
those of the previous months, 
indicate that the stock of dia- 
monds in the hands of cutters 
and importers is growing 
lower and lower and that nor- 
mal stocks cannot be looked 
for until after the new Tariff 
Bill goes into effect. 
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EPISODE I 


RS. PARROTT passed the platinum and dia- 
mond pendant to Paul Waterford. As she did 
so she asked: 
“Is it what you call a perfect stone of fine color?” 
The jeweler shook his head and with a smile replied, 
“No, Mrs. Parrott. You couldn’t get a perfect stone of 
fine color for the price. But it is a beautiful thing. A 
perfect diamond is absolutely limpid, free from flaws and 
is extremely rare. This one, as I told you, has a 
slight tinge of yellow, but you are quite safe in purchas 
ing it. Your daughter will have a beautiful and valu- 
able gift.” 
“And you tell me that the value is sure to maintain?” 
Paul Waterford smiled with superior amusement. He 














Introducing HAROLD WHITEHEAD, The Author 


For 10 years Mr. Whitehead was head of the Department of Business 
Methods and Sales Relations of the College of Business Administration 
of Boston University. He has served as Business Counsel for many 
large corporations. He has written many successful books on business 
and his text books on selling are used in schools and colleges. Among 
his published volumes are the following: ‘(Common Sense in Business,” 
‘“‘How to Run a Store,” “Problems of the Executive,” ‘Dawson Black 
—Retail Merchant,” ‘‘Business Career of Peter Flint,” “Principles of 
Salesmanship,” “The Business of Selling” and “Your Job.” 
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had put his loop to his eye to have another inspection of 
the gem; it was obvious that the fine old jeweler loved 
the beauty of it. Looking up he answered: 

“I wish we were as sure of the value of stocks as we 
are of diamonds. The policy of the Diamond Syndicate 
of maintaining prices is your guarantee of value. The 
Syndicate has an agreement with the De Beers and the 
Premier Companies. But you are not interested in that, 
Mrs. Parrott. You have my assurance on that point. 
Why, only recently diamonds were discovered in Lichten- 
berg, Transvaal, in South Africa, quite near the surface. 
Yet they are mined under strict government regulation, 
to prevent the diamonds flooding the market and so affect- 
ing the price.” 

“That all sounds complicated to me, Mr. Waterford, 
but if you say it’s all right, that’s enough to satisfy me.” 

She left the store, escorted to the door by the courtly 
old jeweler. Not so old at that, only 65, but somehow 
everybody referred to him as old Mr. Waterford. Walk- 
ing back to the counter he carefully boxed the gift for 
Mrs. Parrott’s daughter; it was her mother’s “coming 
out” gift. The way his long artistic fingers arranged 
the pendant in its case was evidence of his real love for 
the jewels with which he had spent the best years of his 
life. He turned to Karl Emden, his watch repairer, and 
said: 

“There’s pleasure in selling something like this. I have 
no patience with those fellows who go in for selling cheap 
rubbish. Thank God, we’ve never descended to selling 
dollar handbags and aluminum coffee percolators!” 

Emden let the loop drop from his eye as he swung 
round to his boss. He was a short, stocky man, even older 
than Paul. 


ewelers and Watchmakers 
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“Don’t know what’s the matter with folks these days,” 
he grunted. “A young chap came in this morning and 
actually wanted me to repair a cheap nickel watch. 
Pshaw!” the contempt of the watch repairer was evident. 

“Things aren’t what they were,” sighed the old jeweler. 

He looked round the store absently. He loved the old 
place in which his father started the business—how long 
ago was it? Fifty years? No; it was 62 years next 
June. Well, he had the oldest and the best store in 
Brent, Ohio. The town had grown since his father had 
started as a watchmaker. It was a village almost, in those 
days, now it was a prosperous town of over 25,000 peo- 
ple. He sighed as he thought of his frequent complaint. 
“If only Cleveland were not so near to attract so many 
of my better customers.” 

The mailman came in with a registered package and 
broke into the reverie. A letter came also postmarked 
New York. It was from his youngest son. Slipping the 
letter into his pocket he opened the package and attended 
to its contents. Then he walked to the rear of the store 
and disappeared behind the old mahogany screen, which 
cut off the little office from the view of possible cus- 
tomers. 


EATING himself at the roll top desk he opened the 

letter from his son with trembling hands. As he read 
the contents a contented smile settled on his fine, aristo- 
cratic face. This is what he read: 

“Dear Pop: 

“Well, I’ve been and gone and done it. Having made 
up my mind to come home and take a hand in making 
Brent jewelry conscious, I moved pronto; that’s the kind 

(Continued on page 79) 
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Winner of first 
award 1929 Dis- 
play Contest of 
Clock Manufac- 
turers Associa- 
tion of America 
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The awardwent to 

Carl W. Ahlroth, 

The May Co., Los 
Angeles, Cal. 


Awards for Clock Displays 


By W.S.H. 


UMEROUS entries were received in the 1929 

clock contest display of the Clock Manufac- 

turers Association of America from retailers 
all over the United States, as well as from Canada, 
Australia and New Zealand, Hawaii and the Philippines. 
The judges were unanimous in their choice of the best 
clock display and the first award of $50 was presented 
to Carl W. Ahlroth, display manager, the May Company, 
Los Angeles, Cal. This display was of unusually high 
character and showed considerable artistry and skill on 
the part of Mr. Ahlroth. The keynote of the display 
was a large clock dial and in place of figures there was 
attractively arranged different types of mantel and 
boudoir clocks. 

The background of these clocks was black and of uni- 
form size and shape. The clock dial itself was white 
and the contrast with the black in the figure spaces was 
very effective. In addition to mantel clocks, floor clocks 
were used against a backdrop of dark velvet and in the 
foreground were a limited number of watches, tastefully 
arranged. Small, unobtrusive signs, bearing the words 
“A Gift to the Family—High Grade Clocks—Specially 
Priced,” were on each side of the window, and the whole 
effect was arresting. 

Three prizes of $10 each went to the following con- 
cerns: 

Carl F. Goettman, Display Manager, 
Joseph Horne Co., 
Pittsburgh, Pa. 


HE display space for this concern was limited, but 

clocks had a background of silvery colored velvet 
festooned with gracefully decked grapevines. Tall slen- 
der candles glowed in artistic candelabras. Small carved 
mahogany tables held most of the clocks while a few 
were carelessly arranged on the carpet, a soft gray color, 
deeped in tone than the drapery, but blending harmoni- 
ously. The appeal of this display lay in its simplicity 
and elegance. 


John R. Patton, Display Manager, 
L. S. Ayres Co., 
Indianapolis, Ind. 


Mr. Patton submitted two photographs of splendid 
displays. One setting was in natural sandstone with 
modernistic columns and brushed silver inlaid. The 
central Christmas tree was in red glass illuminated from 
the inside. The window fittings consisted of six black 
velvet covered lighted niches, the highest six feet, in which 
the clocks were displayed under strong hidden lighting. 
Other black covered plateaus completed the rich setting 
of the clock exhibit. The other display was made in the 
same sandstone setting, with additional ornamentations 
in brushed silver. The clocks were featured in the mod- 
ernistic conception of today, various sizes in squares and 
oblongs with black velvet coverings being used to display 
the clocks to advantage. Both of these displays showed 
such ingenuity that the judges awarded Mr. Patton one 
of the prizés. 


Rumsey Electric Co., 
1007 Arch Street, 
Philadelphia, Pa. 


HE display space for this concern was limited, but 
they overcame this difficulty by an original arrange-. 
ment of shelving which enabled them to display a number 
of fine electric clocks. There was uniformity and sim- 
plicity in the display which immediately appealed to the 
judges. The shelving was devised in such a way that 
it seemed to be suspended in space and on each side of 
the third tier of shelves were hung two banjo clocks which 
completed the display. : 
Several displays were of such high merit that the 
judges decided to award special cash prizes to them. In 
this class are the following: 
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Nathan-Dohrman Co., 
San Francisco, Cal. 


HIS concern featured ship’s bell clocks exclusively 

in the display. Everything in the window was in 
keeping, from the flags that hung suspended to the rich, 
dark curtain in the background to the models of a 
schooner and sailing ships that occupied a conspicuous 
place near the front of the window. The clocks were 
arranged on chairs over which velvet was draped grace- 
fully. This showed an instance of how it is possible to 
use everyday pieces of furniture in a window display 
effectively, without going to the expense of building 
shelving and tiers. Unless one knew that chairs were 
used in this display they would never have guessed that 
the beautifully draped stands concealed the homely out- 
lines of a chair. A pastel-colored screen of a watermill 
and several ship’s lanterns completed this display. 


W. E. Lineback, Jeweler, 
Winston-Salem, N. C. 


The clocks were displayed on marble-like blocks of 
varying heights, each of which held a clock and oc- 
casionally a small bronze figure of an animal which great- 
ly enhanced the beauty of the clocks. One notable fea- 
ture of this display was the mantel on which several 
clocks were placed. This mantel had a mirror arrange- 
ment that reflected the clocks. 


James Chang, Display Manager, 
Benson, Smith & Co., 
Honolulu, Hawaii 


R. CHANG constructed a well equipped, modern- 
ip display of alarm clocks which tied in suc- 
cessfully with national advertising. The grouping was 
very attractive, each clock standing out individually. 


Joyeria “El Rubi,” 
Humberto Segnini, 
Caracas, Venezuela, S. America. 


A midnight effect in his window in which alarm 
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clocks were placed with the light focused on them in 
such a way as to make them stand out startlingly from 
the somber coloring of the window itself. 


The H. E. Heacock Co., 
Manila, Philippine Is. 


This concern secured the idea for their display from 
a native house and the display shows a native house of 
bamboo and sawali with a clever grouping of alarm 
clocks. An interesting feature is the miniature figures 
in the foreground engaged in a cock fight, the popular 
sport of the Philippines. 

A cash award of $50 was presented to Bartell Drug 
Stores, Seattle, Washington, for the best series of clock 
displays during the year. In all, this concern put on 
some twenty clock displays during 1929, an average of 
one almost every two weeks. With limited window space, 
they featured very effective displays of different types 
of clocks. In many of their displays they used dealers’ 
aids. In others, well known humorous characters were 
featured to show the value of time. In one of their dis- 
plays they featured the Graf Zeppelin flight around the 
world, showing the different points where the dirigible 
stopped, and pictures of the Commander, passengers, etc. 


N award of $10 was given to each of the three 
following concerns for the fine series of clock dis- 
plays they put in during 1929: 

John Leeb, Wakeless Pharmacies, San Francisco, Cal., 
showed in one of his displays an unusual arrangement 
of a large clock dial with cut out figures illuminated, 
each of which flashed independently. Four glass cubes, 
on which reposed clocks, were of different colors to bring 
out idea of color in modern clocks. 

Paul Donelan, of A. Stowell and Co., Inc., Boston, 
entered some fine interior displays of different types of 
clocks and submitted some very good rotogravure ad- 
vertising of their clocks. 

The Owl Drug Co., Salt Lake City, Utah, W. E. 

(Continued on page 81) 





This display by 
Frank A. An- 
drews, Inc., Bos- 
ton, Mass.,_ re- 
ceived honorable 
mention 









In_ the _ exhibit 
were mantel 
clocks, banjo 
clocks and alarm 
clocks 























THE JEWELERS’ 


—= &5 








CIRCULAR April 10, 1930 














(CREDIT JEWELLERS 
DIETAIRIMENT 


How Uncle Sam Helps You 


Payment Houses realize to what extent the Govern- 
ment cooperates in keeping their mailing lists strictly 
up to date. 

It is surprising how few merchants are award of the 
postal laws and regulations (Paragraph 2 of Section 
508) as amended in Order 858, issued on July 29, 1924. 

This order provides that corrections when requested 
shall include: 

1. Crossing off the names of persons to whom mail 
cannot be delivered or forwarded. 

2. The addition of correct street names and local 
street, rural or postoffice box numbers. 

8. The correction of initials where apparently there 
has been a bona fide intention to write a name 
known to the owner of the list. 


IT WONDER how many Mail Order Houses or Deferred 


By PAUL LEGEIS 


4. The indication of the head of the family, if known, 
when two or more names are shown for the same 
address. 

5. Furnish new addresses of persons who have re- 
moved to the delivery of other postoffices if reliable 
permanent forwarding orders are on file. 


UST stop and consider what this means to houses with 

large mailing lists. For illustration: you send out 
50,000 circulars to a list of satisfactory paid-up cus- 
tomers. Experience indicates that approximately five 
per cent of this number are returned for various rea- 
sons. Twenty-five hundred customers are presumably 
lost to you, in that you are unable to apprise them of the 
special values you have to offer. A house doing business 
on the deferred payment plan will concede that it costs 





PROGRESSIVE JEWELRY CO., Boston, Mass. 


MAILING LIST 





Postmaster! If this ad- 
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approximately $5 to secure a customer on the books. 
Some estimates are higher—some lower, depending upon 
the inducements offered. In other words, twenty-five 
hundred customers which cost $12,500 to secure can no 
longer be depended upon for potential business. 


HAT, then, is the next step? You appeal to 

“Uncle Sam” for help. What is his answer? He 
says, “Certainly, I’ll cooperate with you. Compile your 
lists and send them along to me. Of course, you under- 
stand that the correction of mailing lists is not a part 
of the regular functions of the Post Office for which ap- 
propriations are made by Congress, and the Department 
therefore must charge for the service performed in mak- 
ing such corrections. 

“The rate of this charge is 65 cents per hour, this be- 
ing the rate of substitute pay. Where less than an 
hour’s time is required to correct a list, a prorata charge 
is made. From the standpoint of the Post Office, it is 
much easier to correct a list of 1000 names submitted at 
one time than to correct 100 lists of 10 names or 1000 
lists with only one name on each. In order to reduce to 
the minimum the expense of correcting your mailing 
lists, you should submit as many names as possible to 
any particular postmaster at the same time, rather than 
to submit them one or two at a time.” 

What a wonderful spirit for Uncle Sam to display. 
Unselfishly, with no desire for personal gain, he indi- 
cates by his actions that he wants to help the merchants 
in their business enterprises and thus increase the Pros- 
perity of the Country. 


OU send your lists along. Some Post Office Depart- 

ments send bills—others do not, for the requests are 
few in number and it has taken no additional help or 
assistance to furnish the information. Estimating the 
cost of correcting your lists at the rate of one cent per 
name, a report on your entire list does not exceed $25. 
Statistics compiled by the writer indicate that forty per 
cent new addresses are furnished, or approximately one 
thousand of your customers are again on your mailing 





Store opened last 

October by Bud 

Greer, St. Louis, 
Mo. 
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list and become prospective buyers. It would have cost 
you $5,000 to secure one thousand new customers. 
Circularizing is generally done through third class mail. 
“What about first class mail?” you say. How about cus- 
tomers with balances due on accounts? This is the fea- 
ture about which very few merchants are informed.. The 
writer conducted extensive correspondence with the de- 
partment in Washington on this subject. Why shouldn’t 
an active paying customer be treated in the same cate- 
gory? In addition to sending statements or reminders 
for payment, literature is quite frequently enclosed. If 
such first class mail is returned for the various reasons 
enumerated by the Post Office Department, it must be 
conceded that these individuals are as much a part of a 
firm’s mailing list as those customers whose transactions 
are closed. Why should it be necessary to send out 
special investigators to ascertain these changes of ad- 
dress, often at considerable expense to the firm, which 
must necessarily be added to the so-called overhead, but 
in reality is added to the cost of the merchandise that the 
customer eventually pays. 


_.. 


7 O indicate how willing Uncle Sam was to further 

show his cooperative spirit, I quote extract from let- 
ter which the writer received from John H. Bartlett, ist 
Assistant Postmaster General at that time: 

“In response to your letter of Jan. 24, with further 
reference to the desire of your company to get in touch 
with some of your customers with balances due on ac- 
count, I have to advise that while it is true, as stated in 
this Bureau’s letter of Jan. 18 to Mr. T of your 
firm, that when you address letters to any of these cus- 
tomers individually under first-class postage, and such 
letters are returned to your endorsed, “unclaimed,” this 
is evidence that the post office is unable to effect delivery 
and has no forwarding order on file. It is thought, how- 
ever, our letter of the 18th did not clearly state the ex- 
tent to which we are willing to go in helping to locate 
persons in such instances. 





(Continued on page 49) 


Mr. Greer fea- 
tures modern 
jewelry, diamonds 
and fine watches 
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Building Good Will in Business 


Letters that radiate the desire to serve and please 


two very good samples from Getz & Co., Cincin- 

nati, Ohio, are reproduced. Letter No. 1 goes to 
people who have just opened an account, while letter No. 
2 is phrased for an account that is closed. 


: a two ws play an important part in credit stores, so 





LETTER No. 1 


AM very gratified to learn that you 

have just opened an account with us 
and I want to thank you for your con- 
fidence in our quality, our values, and 
our liberal credit policy. 

I want you to feel that our store is 
| your store. Our interest in you does not 
stop with this transaction—it has just 
begun. Every article you purchase from 
us must give perfect satisfaction. 

You will find a charge account at our 
store an asset and a great convenience 
and you are welcome to use it in making 
additional purchases as often as you like. 

I am more than glad to welcome you 
as a customer and no effort will be 
spared on our part to merit your good 
will and friendship. 

Cordially yours, 
President. 


P. S. We shall be glad to extend the 
same courteous service to any of your 
friends. A recommendation from you 
will give them special attention and will 
be sincerely appreciated by us. 











Both these letters have been the means of making 
many friends for the store. All letters are signed by 
the head of the house, Max Gerzug. It is also part of 
his policy to personally meet all his trade. In this way 
he has made many friends. 





LETTER No. 2 


HE account you have just closed was 

certainly treated in a very admirable 
manner and we want you to know that 
we appreciate it. 

It is true that ordinarily a merchant 
is glad when his customer pays his ac- 
count in full, but in your case it is dif- 
ferent. Frankly speaking, we would pre- 
fer to have your account still open and 
to have the pleasure of seeing you as 
often as possible. 

We sincerely hope that your purchase 
is giving you continued satisfaction. 
However, if you are not thoroughly sat- 
isfied, rest assured that we are anxious 
to adjust matters to your entire satis- 
faction. 

Now that your account is established 
with us, please avail yourself of this 
privilege without the least bit of hesi- 
tancy. When purchasing anything from 
us hereafter, it will not be necessary for 
you to make any down payment. 

Accept our thanks for your patronage 
and assurance that no effort will be 
spared on our part to merit you good 
will and friendshin. 

May we suggest that you call at your 
earliest convenience? Truly you’ll be de- 
lightfully surprised at our new and won- 
derful display. 
Cordially yours, 











A Letter to Bring Customers Back 


S a means of causing paid up customers to re- 
A turn to the store Lewis & Mitchell, credit jewel- 

ers, Louisville, Ky., issue a “Profit Sharing 
Bond.” This is forwarded with the following letter: 


Our records show that you recently closed your ac- 
fount with us, and we want to thank you for your prompt- 
ness in taking care of your obligation. 

We want you to feel that your credit has been securely 
established and that we shall be pleased to serve your 
‘future Jewelry and Optical wants. 
| As further means of showing our appreciation of your 
t 


patronage we are enclosing a credit bond allowing you 
discounts on any of your future purchases. 

We also wish to advise that if we can be of any service 
to you at any time in recommending you for credit to 
any other store, we shall be glad to have you call on us. 

Hoping that we may have the pleasure of an early 
visit from you, and thanking you again, we remain. 

Yours very truly, 
LEWIs & MITCHELL. 


Boiled down to essentials, the coupons attached to the 
bond are good for a 10 per cent reduction on future 
purchases. 
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Dealer Helps and How to Use Them 


Accurate and Careful Budget Advice Supplied by This Service 


By A. C. WERNER 


dealer help program of a well known watch com- 

2 pany is the accurate and careful budget advice sup- 
ied. Based on figures taken from the Harvard Bureau 
of Business Research, a sensible and constructive pro- 
gram is planned for the proper expenditure for advertis- 
ing, the amounts to be devoted to the different items in 
the jeweler’s stock, the apportionment of these amounts 
among ~newspaper and 
other forms, and the proper 


OE of the most interesting features of the capable 


steady, persistent use of advertising. 
public forget you. 

Possibly the most interesting program is the one 
designed specially to raise the jeweler’s standing in the 
community mind. The whole series of advertisements 
is directed to the thought that here is the store of high 
reputation and stability. Emphasis is also placed on the 
excellent professional character of its services. But this 

idea is not unsupported. 
Far from it. Each adver- 


Don’t let your 





timing of the advertising 
forts according to the 
Yarious months of the year. 
This plan is far too elabor- 
Bie to go into here in any 
@reat detail, but it is a 
@plendid indication of the 
al thought and sincere in- 
ferest in the retail jewel- 
r’s success. 
Moreover, such a careful 
lan is the first essential to 
essful advertising. Far 
pO many jewelers go into 
bir advertising program 
Mor the year in a haphazard 
nner. The most success- 
‘fal merchandising efforts in 
retail field are those 


competition. 





Use Your Dealer Helps 


ANY worthy manufacturers are 

cudgeling their brains and spend- 
ing much money in order to help the 
retailer sell more merchandise. 
jewelers will take advantage of these 
dealer helps, many of which are unusu- 
ally effective. Intelligently used, worth- 
while dealer helps serve as a powerful 
weapon to enable the jeweler to battle 


successfully against formidable outside 


tisement is given a more 
direct appeal through the 
illustrations and copy and 
price ranges, given in a sub- 
ordinate paragraph. These 
ads contain references to 
every part of the jeweler’s 
stock. For example, one 
features clocks, one will at- 
tract interest to the silver- 
ware department, while 
others are concerned with 
diamonds, novelties, etc. In 
these ads no mention is 
made of this firm’s watches. 
Part of the campaign is, of 
course, directed to watches 
as being an important part 
of the jeweler’s entire busi- 


Wise 








Mased on a complete plan, 
id followed each year by 
careful check on results. Every jeweler should know 
‘he is getting value for his advertising expenditures, 
hether it be newspaper space, letters, folders, movie 
les or whatnot. Sometimes it is not easy to make an 
act check, but one can always arrive at an approximate 
faluation. 


7~ HE newspaper services, as are the other services, 
are confined to one jeweler in a community. The 
dpe of these services range from a complete store pro- 
including advertising for every department to sup- 
mentary aids for building the watch department only. 
» see here a wise insistence on a trial of at least three 
mths. The company argues, and rightly, that no 
ults can be gaged with any accuracy for a period 
any shorter duration than three months and would 
fer a longer time as being more indicative of the 
e of the campaign. Much insistence is placed on 


ness. But the ads for other 

items are just as carefully 
worded, just as well laid out, just as attractively illus- 
trated as are those directed to the company’s own prod- 
uct. A very clever and far-sighted policy, for this man- 
ufacturer well knows that no jeweler can rest on the ex- 
cellence of his advertising for one department alone. 
Every profitable department must be featured. If there 
are unprofitable departments which advertising cannot 
build up after a thorough trial, they had better be elimin- 
ated. 


HE intelligent planning of the dealer help service 

of this company is brought out in their suggestion 
to the dealer that he take the service based on his own 
particular budget. Here we have no indiscriminate as- 
signment of certain mats for certain times of the year, 
with no thought for the jeweler’s particular needs. It 
is fairly apparent that a jeweler doing $20,000 yearly 
would not want the same ads that one doing $100,000 





Feature Gifts for Mother’s Day in Your Show Window and Newspaper Advertising 
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would, even if his advertising percentage were the same. 
Where certain departments are not included in the jewel- 
er’s business, this fact is taken into consideration and 
the series is outlined accordingly. 

This newspaper series in every case is closely tied up 
with national advertising by the manufacturer in the 
prominent magazines. Releases of new styles are 
prought out at the same time all over the country. The 
news value of this plan is obvious. Style is considered 
as very important. Each dealer is encouraged to place 
as much emphasis on fashions in jewelry as is placed 
on his wares, by the retailer of gowns and millinery. 

Store and window display suggestions and helps are 
also a part of this comprehensive plan. The jewelry 
salesman as well as the proprietor are enabled to avail 
themselves of valuable educational material both on 
the merchandise itself and on the best methods of selling 
it. No avenue of sales assistance has been overlooked. 


OR the jeweler who is sold on the value of direct 

mail, or who is willing to give this important promo- 
tional method a fair trial, there are two types of service 
provided. The most economical is the government post- 
card campaign, designed specially to introduce the store 
to new customers. These cards are furnished at the cost 
of the card, one cent each, and are ideally suited to a 
campaign of this sort. The folder describing them gives 
valuable suggestions as to the proper use of the lists to 
which they are to be sent. The best use of these appears 
to be on a monthly schedule, although this decision 
is of course left entirely up to the retailer. The small 
expense of addressing is all that is involved except, of 
course, the actual cost of the cards. 

For use to the jeweler’s regular customers or to people 
of known standing or financial security, there is the cam- 
paign of folders of a fine and impressive character. These 
are provided at a fraction of their cost and can be used 
to feature many other items besides watches. Each 
jeweler should try these folders out in the quantity first 
which he knows to be safe and when their success is 
proved, he is then in a position to risk a slightly larger 
amount in such an effort. 

This dealer service is designed to raise the whole stand- 
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ard of the store using it and its consistent following could 
not help but produce good results. 


ULL cooperation with this manufacturer would in- 

volve two important steps that are often overlooked. 
The first is, plan your budget. The second, find out how 
your plan worked. If those two steps are taken, the ser- 
vice here provided is practically fool-proof. If you don’t 
know anything about advertising (and many jewelers 
frankly admit their deficiency in this matter), you do 
know what your volume is. You also know what your 
turnover is, and what you would like it to be. Base your 
budget on the excellent sample budget provided by this 
service, taking into consideration the special require- 
ments of your particular store, and let this alert man- 
ufacturer, with the trained advertising minds he puts 
at your disposal, determine how you are to spend your 
advertising money. You, of course, to be the judge of 
the merit of his plan. 


OLLOW such a plan for one year, check up on every 

department, taking into consideration the propor- 
tionate amount of volume in that department and the 
amount of your advertising budget that you devoted to 
it, and see how you stand. There are many ways of 
doing this aside from the usual bookkeeping methods. 
For example you can send out a folder on a certain 
watch, do no newspaper advertising on this particular 
style and see how your folder pulls. 

You can promote through your newspaper space and 
let your direct mail alone for a particular event and 
note your results here. You can send out a brief post 
card questionnaire, giving no name, on which you in- 
quire what jewelry store is the most reliable, fashion- 
alert, best stock, etc., at the beginning of your year’s 
program and do the same thing at the end of the year 
and see how you have progressed. Such a research 
should not be undertaken without competent advice, but 
if properly done, often brings out very interesting results. 

Planning and checking, guided by this competent ser- 
vice, should produce a nice increase in volume the first 
year, and an increasingly large amount in each succeed- 
ing year. 








How Unc 


e Sam Helps You 


(Continued from page 43) 


“There is, as was indicated in our previous letter, al- 
ways the possibility that one of these letters may be re- 
turned indorsed ‘unclaimed’ in error. In such event, if 
you were to submit your mailing list to the postmaster 
of the office involved for correction, you might secure the 
forwarding address. 

“I hope that this suggestion will prove helpful to you 
and you will be in a position to avail yourself of the 
privilege of having your mailing list corrected.” 


LLUSTRATED is a form used by the firm I repre- 
I sent and accepted by the Post Office Department from 
the standpoint of convenience in handling: 





This form has been copied by innumerable firms in 
our city. It is drawn up in the form of a postal card. 
On the reverse side is the address of the jewelry concern. 
The saving is apparent in the cases where only one is 
sent to a postmaster. You save one cent on each such 
request for correction and two cents where a business 
reply envelope might otherwise be enclosed. When more 
than two are sent to a postmaster, a return stamped en- 
velope is obviously the better practice. 

Such is the present status regarding mailing lists and 
the part Uncle Sam plays. He saves the merchants thou- 
sands of dollars—the country hundreds of thousands. 
Stand by him, and share the profits. 
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Ideas on selling, window display, stock records, mer- 
chandising, advertising, store system, etc., all of which 
have been tried and tested by successful jewelers. 
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Gathered by Harry R. Terhune 
in his travels around the United 
States for Jeweiers’ CigcuLar 


readers. 


By Harry R. Terhune, Field Editor, THE JEweLers’ CircuLar 


Best Sellers for Baby 


TLANTA, GA.—Two good sugges- 

tions from the Maier & Berkele 
jewelry store. Babies are not considered 
as good prospects in many jewelry stores. 
In this store, however, it has been 
found to be good business to put in an 
occasional window of baby articles. A 
showcase is always trimmed with baby 
goods. The one illustrated has three 


platforms, an oblong one in the center, 
with a round-corner one in each end. 
Two-handled sterling cups are the best 
selling items, while knives, forks and 
next, 


spoons with short handles come 
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The next best 
sellers are knives, 
forks, short han- 
dled spoons, por- 
ringer bowls, ete. 


The displays 
were made by 
Maier & Berkele, 
Atlanta, Ga., who 
find this proced- 
ure good business 


then porringer bowls, spoons, brushes, 
ete. 

“In many people’s estimation, babies, 
especially the first baby, rank next in 
importance to weddings,” said H. A. 
Maier. “Customers come in looking for 
something for a baby, so by having all 
the items of this nature in one case, it 
makes buying much easier. Again, by 
specializing on this a little, the store is 
known as a sort of headquarters for ar- 
ticles of this sort. It is just a part of 
our gift line. No special newspaper or 
direct advertising is ever used.” 

The second suggestion has to do with 
the arrangement of the wallcase shelves. 


These window 

displays feature 

articles for “His 
Babyship” 


ee MY 


Two handled ster- 
lingcupsare 
found to be the 
best selling items 







One case is reproduced to show the stag- 
gered effect. Of the fourteen wallcases, 
only two have shelves running way 
across. It is felt that the stagger meth- 
od breaks up the stiffness of the cased 
displays. As the shelves are on movable 
fixtures, they may be changed about at 
will. 


Showing Early Pewter 


OUISVILLE, KY.—From Kendrick’s 
Old-fashioned red and white, and 
blue and white checked table cloths 
spread on the display tables on which 
good reproductions of early American 
pewter was being shown, proved to be 
the exact setting needed to attract at- 
tention to the display. Many persons 
wanted to buy the table cloths as well 
as the pewter. Others spoke of how well 
the cloths set off the ware, so, all in all, 
the combination worked out to the best 
advantage. Want-to double the sale of 
such things as pottery? Then show them 
and price them in pairs. Vases by the 
pair sell as readily as vases singly. 

A “530” scratched on an article may 
not mean anything to the customer who 
sees it, but to those in the store it tells 
the date that this piece was put in stock. 
Translated, “530” means May, 1930. It 
pays to have an outside man whose job 
is to drum up the clock business, espe- 
cially the electric clocks. Homes and 
business offices fall within his territory. 


Initials on Silver 


ASHINGTON, D. C.—Several jewel- 

ers have remarked that the ques- 
tion of what initial shall be put on 
silver is very frequently up for dis- 
cussion. Previous to the past few years 
this question was never brought up, 
as it was universally conceded that the 
last initial of the groom was the proper 
one. After telling this to the modern 
bride, she often raises this question: 
“Supposing I don’t live with him very 
long, what then?” As a result, quite a 
few pieces are marked with the bride’s 
last initial. 
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Letters to Prospective Brides 


OUISVILLE, KY.—Now is the time 
for all good jewelers to come to the 
aid of the bride. Letters are the usual 
means of approach, so one of Wm. Kend- 
rick’s Sons is herewith reproduced. Par- 
ticular attention is called to the latter 
part of the second paragraph in which 
mention is made of the typical dining 
table set up in the store. They tell me 
here that this suggestion evokes a great 
deal of favorable comment that result 
in many extra sales. 





Letter to Prospective Bride 
Dear Miss M. 


As a business house, de- 
prived of the honor of per- 
sonal acquaintance and friend- 
ship with patrons, we must 
forego the pleasure of con- 
gratulations to you on your 
forthcoming wedding. 

But, as a business house, we 
do enjoy the privilege of con- 
tributing to the happiness of 
the most important event in 
any young woman’s life—the 
honor of furnishing the bridal 
silver, the gifts of friends and 
relatives that mark these joy- 
ous occasions. And we have 
such an interesting way of 
presenting them to you—laid 
out on a typical dining table. 
You'll be delighted with this 
method, for it will visualize to 
you—at once—just how your 
silver will appear in your 
home. 

It has been our privilege so 
long that a gift from William 
Kendrick’s Sons has come to 
be considered the mark of 
smartness and propriety on 
such occasions. We trust that 
you will think of us when de- 
ciding upon your silver; your 
bridesmaids’ gifts, and the 
beautiful lasting adornments 
for the home that will spell 
life'ong happiness for you and 
yours. 

Yours very truly, 


WM. KENDRICK’S SONS, 
By P. B. Stith, Pres. 











Diversified Stock 


OUISVILLE, KY.—This, from the an- 
gle of an old established jeweler, 
who rearranged his stock by adding new 
lines and rearranged his store as well. 
It is a year since the horseshoe was dis- 
carded in Kendrick’s. Now, long cases 
run parallel with the north wall of the 
store, while six selling tables are on the 
south side. “This change was, in a way, 
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Wm. Kendrick’s 
Sons, Louisville, 
Ky., find tables 
an excellent 
means of display- 
ing timely mer- 
chandise 


prompted through realizing the amount 
of jewelry items carried by other stores,” 
said William P. Kendrick, Jr. “We felt 
that the up-to-date jeweler must carry a 
more diversified stock.” 

The relatively small stock of novelties 
was greatly augmented last year, through 
the addition of pottery, leather goods, 
lamps, electric clocks, ete. Electric 
clocks and lamps proved to be especially 
successful. Featuring these articles in 
the windows and making good displays 
in the store, paid good sales dividends. 

Many new customers were brought 
into the store through these varied items. 
Last Christmas, it was felt that the re- 
ceipts from these so-called allied sales 
were a great factor in maintaining the 
sales total. 

The Kendrick organization is “sold” 
on the table or displayed merchandise. 
It is figured that if a person does not like 
an article, he will not pick it up. Again, 
picking it up makes him like it. 
Gift items, it has been found, sell better 
when grouped on tables, according to 
prices. Tables are changed often, never 
more than a week or so of one display 
on one table, as they soon look like fix- 
tures to the regular trade. 

Articles coming under the novelty or 
gift classification are merchandised hard; 
that is, the price is changed quickly if 
they do not show signs of immediate 
action. “Profit is not made on a sale un- 
til the customer has paid for it,” is an 
axiom of the house. Tables are used to 
sell various items. Recently, it was de- 


cided that some clocks had been on the 
shelves too long. The entire lot was sold 
in two days when they were placed on 
the tables at a special price. 
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Above display 
shows clocks. 
Display at the 
left shows a 
variety of gift 
items. Items are 
changed fre- 
quently 


Prospective Bride’s Marriage 
Name 


ITTSBURGH, PA.—An idea is 

worked out in the following letter by 
J ohn R. Jackson, who among other duties 
in the John M. Roberts & Son Co.’s 
jewelry store, attends to the firm’s pub- 
licity. 


“Dear Miss Smith: 

“Everybody knows—it is no secret now 
that one of the social events of the near 
future will be a wedding. Permit us, 
with your many friends, to offer our 
earnest good wishes for your future 
happiness. 

“Accept, with our compliments, the 
small gift we are sending under separate 
cover, bearing a name you never before 
saw in print. 

“We trust it may prove of interest and 
value to you through a blissful and con- 
tented married life. 

“May joy, long life, and happiness be 


ours. P 
7 “Sincerely, 


“JOHN M. Roperts & Son Co.” 


Attention is called to paragraph No. 2 
in the above letter to the bride-to-be. 
That is the real teaser which causes the 
letter to be read, as the name that Miss 
Smith never saw in print before is the 
name that she is soon to take as her own. 

The gift refered to is a white embossed 
wallet affair bearing the title of “Recipe 
Clippings.” Eight envelopes inside the 
cover have various headings as “Soups,” 
“Fish,” “Bread and Pasteries,” etc. Sev- 
eral silver books furnished by the manu- 
— are enclosed with this practical 
gift. 
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Customs Court Denies Pleas for Lower Duty on Imitation Pearl Bead Necklaces and Bracelets 


The United States Customs Court, sit- 
ting at New York, announced the other 
day a long decision on the tariff classifi- 
cation of imitation pearl bead necklaces 
and bracelets, finished or unfinished, im- 
ported by the Hecht Pearl Co., Inc., New 
York. Judge Sullivan, in writing the 
court’s conclusions, holds that imitation 
pearl beads, strung and arranged to 
form necklaces and bracelets, finished 
and unfinished, without clasps, are duti- 
able as jewelry, finished or unfinished, 
under the first clause of Par. 1428, Tariff 
Act of 1922, at 80 per cent ad valorem, 
rather than as imitation pearl beads, 
strung or loose, mounted or unmounted, 
at 60 per cent ad valorem, under Par. 
1403. 

Mr. Hecht, in testifying before the 
court, stated that his firm manufactures 
imitation pearls “on the other side” and 
has imported imitation pearls for the 
past five years but that he does not 
handle jewelry. 


Samples Introduced 


The samples, as introduced before the 
Customs Court, are described in the de- 
cision as follows: 


“Item 343, represented by Exhibit 3. This 
consists of a complete necklace of imitation 
pearl beads. The pearls are fastened to- 
gether in three strands, the center strand 
being the larger. Pendant from this neck- 
lace is a large egg-shaped pearl bead, par- 
tially covered with strands of small pearl 
beads. This article has all the appearances 
of a finished necklace, ready to wear, and is 
highly ornamental. a : 

“No. 200, represented by Exhibit 1. This 
sample is not in good condition. Some of 
the pearl beads are lacking therefrom. The 
beads are strung on double silk threads in 
an ornamental design with large and small 
beads alternating. ; 

“No. 95%. This is stated by the witness to 
be represented by Exhibit 2. It is not in 
good condition, and could not be worn in the 
condition in which it is presented to the 
Court. It consists of a necklace of imitation 
pearl beads strung on double silk threads. 

“The witness then testified that items 343 
and 483 are the same, the difference being in 
the pendant, the bead in one being oval and 
in the other round. 

“Item $36 is described by the witness as a 


Finished or Unfinished 


By Frank VAN Leer, Jr. 


bracelet ‘with three or four parts of metal,’ 
and is represented by Exhibit 4. It consists 
of a short band composed of four strands of 
imitation pearls. The sample does not con- 
tain metal, is not in good condition, and 
could not be worn in the shape in which it 
is presented to the Court. The threads on 
which the beads are strung appear to be of 
silk and of ample strength. 

“Exhibit 5 consists of a necklace of imita- 
tion pearl beads strung on double silk 
threads. The strands are triple, and are 
held together in two places by short white 
metal strips pierced with three holes, through 
which the silk threads pass. In the middle 
of each strand are graduated pearl beads of 
a larger size than those composing the buik 
of the necklace. It is not in good condition. 

“Eehibit 6 is not in good condition. It is 
a necklace of imitation pearl beads strung 
in an ornamental design on double silk 
threads. There is a pendant therefrom com- 
posed of a larger bead ornamentally covered 
with small beads, below which are two short 
strands of graduated beads, each of which 
terminates in a pear-shaped imitation pearl 
bead. 

“Item 999. This consists of imitation pearl 
beads fancifully strung in necklace length on 
double silk threads. The bulk of the article 
consists of small beads, but at intervals on 
the string are clusters of larger graduated 
beads. Pendant from the article is a sort of 
tassel composed of three strands of grad- 
uated pearl beads. It needs a clasp to com-~ 
plete it. 

“Exhibit 8 consists of imitation pearl beads 
strung on quadruple silk strings, in fancy 
designs. It appears to be an unfinished neck- 
lace, which only lacks a clasp to complete it. 

“Exhibit 9 appears to be a complete neck- 
lace composed of several strands of strung 
imitation pearl beads. One has seven, the 
other five strands separated and held in line 
by strips of white metal pierced with holes 
through which the strings of the strands of 
beads pass. These samples appear ready 
for use as necklaces without further manu- 
facture. They are without clasps.” 


MR. HECHT’S TESTIMONY 


Mr. Hecht testified he sold this mer- 
chandise as it was imported “to jobbers, 





importers, and some department stores.” 
He testified “We sell it in this condition 
and also restring them again,” or in 
other words, “change the style some- 
times”; that he sold about 50 per cent to 
jobbers, about 30 per cent was sent out 
for restringing, and about five or ten per 
cent was restrung in his own factory. 

A Mr. Schneeweis testified for the 
plaintiff stating he is “in the pearl im- 
porting business,” importing all kinds of 
beads and imitation pearls; that he buys, 
and sells this type of merchandise to 
manufacturers and jobbers; that he fol- 
lowed this merchandise through to the 
manufacturers and “it is broken up and 
made into bracelets”; that he had seen 
this merchandise cut “at several of the 
manufacturers that we sell to.” 

A Mr. Roessler testified for the plain- 
tiff that he is a manufacturer of fancy 
pearl necklaces; that he did not sell this 
merchandise in the condition in which he 
buys it; that “we put crystals or fancy 
colored glass beads in addition mak- 
ing different pieces”; that in his estima- 
tion merchandise would not be jewelry 
that did not have metal in it. 

A Mr. Pratt testified on behalf of the 
government that he manufactured and 
sold merchandise of a similar type to Ex- 
hibits 1 to 8, also Exhibit 9. 

A Mr. Bennett testified that the fact 
Exhibits 1 to 9 require a clasp would not 
affect his understanding of the meaning 
of the term “jewelry”; that he is familiar 
with the term “necklace”; that the ex- 
hibits, with the exception of Exhibit 4, 
are necklaces of various styles; that Ex- 
hibit 4 is an imitation pearl bracelet, and 
he would call it such whether it had a 
clasp or not; that it has not been the 
practice of his concern to tear merchan- 
dise like the exhibits apart, and make 
them into other articles. He had bought 





(Continued on page 66) 
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Cease and Desist Order Issued Against 
Watch and Jewelry Mail 


Order Concern 


WASHINGTON, D. C., April 4.—A cor- 
poration engaged in selling and distrib- 
uting watches and jewelry through the 
mails has signed an agreement with the 
Federal Trade Commission to “cease and 





desist” from certain practices against 
which the Commission objected. The 
name of the firm has been withheld. 
Among other things the firm has agreed 
to desist from: 

Representing in advertisements or 
otherwise that the jewels in any watch 
are rubies or sapphires, when the same 
are not rubies or sapphires. 

Representing in advertisements or 
otherwise 17 jewel watches under trade 
names generally to describe 21 jewel 
watches ; 

Representing in advertisements or 
ttherwise sets of so-called “silverware” 
as “26 pieces of silverware’ when the 
same is made of metal or metals other 
than silver. 

Representing in advertisements or 
otherwise that its watches are “insured” 
when they are merely guaranteed against 
defects in material and workmanship. 

Representing in advertisements or 
ttherwise the settings of articles of 
jewelry, such as rings, as “ruby,” “sap- 
phire,” “amethyst,” “aquamarine” and 
“pearl” when such settings are synthetic 
or reconstructed. 

Representing in advertisements or 
ttherwise that necklaces are “pearl,” 
“French pearls,” “indestructible pearls,” 
‘iridescent natural pearls,” and “pearl 
finish,” when the same are not pearls 
but are made of a product or products 
other than pearl. 

Representing in advertisements or 
ttherwise toilet sets to be “ivory,” “white 
Wory,” “ivory finish” or “amber finish” 
or as “amber,” “pearl and amber,” “am- 
ber finish” or “blue pearl amber” or as 
‘leatherette’ when the same are made 
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of a product or products other than 
represented. 

Representing in advertisements or 
otherwise that articles of jewelry are 
“platinum finish,” “soft platinum finish” 
and “platina” when such products are 
not platinum. 

Representing by correspondence and 
otherwise that past due accounts have 
been placed in the hands of a collection 
agency, when no_ such _ independent 
agency is employed. 

Representing by correspondence, cir- 
cular letters or otherwise that debtors 
who fail to meet their obligations 
promptly thereby render’ themselves 
liable to criminal prosecution, when such 
is not the fact. 


* * * 


Flexible Adjustment of Tariff Rates 
Advocated by Chamber of 


Commerce Head 


WASHINGTON, D. C., April 4.—Reten- 
tion of the flexible provision in the tariff 
bill as adopted by the House is ad- 
vocated by William Butterworth, presi- 
dent of the Chamber of Commerce of 
the United States in a letter sent to the 
members of the Conference Committee 
on the bill. 

Mr. Butterworth, in his letter, informs 
the conferees that organized business, 
as represented by the National Chamber 
is committed to the principle of flexible 
adjustment of tariff rates, and that the 
flexible provision in the House bill is 
more in line with the Chamber’s policy 
than that included in the Senate bill. 

“Flexibility permitting adjustments 
of tariff duties,” says Mr. Butterworth, 





“to meet changing conditions is essen- 
tial to any adequate plan of expert tariff 
making. Progress toward better tariff 
making was achieved when the Tariff 
Commission was created in 1916. A fur- 
ther step forward was taken in 1922 
when the President was authorized to 
adjust rates of duty, within limits fixed 





By L. M. Lamm, Washington, D. C., Correspondent 


by Congress, after investigation and re- 
port by the Tariff Commission.” 
“Experience shows,” he states further, 
“that frequent general tariff revisions 
are not conducive to business stability. 
Such individual revisions, as circum- 
stances from time to time indicate to 
be of immediate urgency, can be accom- 
plished to a great extent through ad- 





ministrative authority acting within 
limits prescribed by Congress, as pro- 
posed in the House bill.” 


* * * 


A New Counterfeit $20 Bill 


WASHINGTON, D. C., April 5.—Another 
new counterfeit $20 Federal Reserve 
note of the new series has been found, 
according to the Secret Service which 
furnishes the following description of 
the counterfeit: 

“On the Federal Reserve Bank of 
Richmond, Va.; series 1928; check let- 
ter, F; face plate No. 1; back plate No. 
8; H. T. Tate, Treasurer of the United 
States; A. W. Mellon, Secretary of the 
Treasury; portrait of Jackson. 

“This is a fairly well executed pro- 
duction printed from photo engraved 
plates on one sheet of hard surfaced pa- 
per with glazed finish. The cross-hatch 
lines which form the portrait back- 
ground are coarsely drawn and under 
close inspection will reveal many imper- 
fections, while the two parallel hair lines 
encircling the portrait oval are unevenly 
executed at several points as indicating 
the engraver’s unsteady hand. 


* * * 


Tariff Conferees Reach Agreement on 
Watch and Clock Paragraphs 


WASHINGTON, D. C., April 9.—The 
tariff conferees have reached a com- 
promise agreement on the watch and 
clock paragraphs. The text has not been 


given out but it is stated that the rates 
are identical with rates recommended by 
Senate Finance Committee but the lan- 
guage is to be changed. 
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The ‘Cogue ~ 


Seldom have we introduced a novelty that, when suitably mounted, makes a more exquisite article 
of Jewelry for the woman of refined and fastidious taste than our 


SUN-RAY Crystals 





IS 
But to be right, they must be made from the finest quality Rock Crystal, perfectly cut and engraved, to get the | 
desired effect. 

We are supplying these Crystals to Manufacturers only. 
To assure your receiving the genuine M.&M.SUN-RAY Crystals, we will gladly send you a list of Manufacturers 
that are using them in their Jewelry. 


MAYER & MULLIGAN 


PRECIOUS AND SEMI-PRECIOUS STONES 
15 West 47th St. Established 1906 New York 


(Patent and Trademark Pending) 
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DESIRABLE SPACE FOR RENT |]. 

V 

Very desirable location ready for d 

immediate occupancy, may be had now in ; 

THE JEWELERS’ BUILDING $ 14 WEST 46th STREET * 

IN THE HEART OF THE UPTOWN NEW YORK JEWELRY CENTER je 

Small or large units with full North Daylight - 

For particulars apply to: va 

SIGLEY REALTY COMPANY | c 

29 West 47th Street New York, N. Y. th 
Telephone Bryant 6506 
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Fighting the Proposed Duty on Silver 


Jewelers Vigilance Committee and Other Trade Bodies Urge Conferees on Tariff Bill to Reject 
Duty of Thirty Cents an Ounce on Crude Silver Inserted in Senate Bill, Claiming It Would 
Menace the Silverware Industry of This Country 


The silver industry and the jewelry 
trade have inaugurated a strong protest 
to the Conference Committee of the Sen- 
ate and House against the proposed im- 
position of a duty of 30 cents an ounce 
on silverware which has been submitted 
in a Senate bill to its conferees. 


This provision, to which little attention 
was paid when it came up in the Senate, 
was inserted as a beneficient gesture to- 
ward the silver mining industry, but was 
never discussed in the House in any way 
and comes to the conference with prac- 
tically no real backing but with appar- 
ently a good chance of being inserted in 
the final bill. 

Should it be passed and should it ac- 
complish its object, namely, the lifting 
of the price of silver in this country by 
the amount of the duty, it would, in the 
opinion of the leaders in the jewelry and 
silver trade, have a very serious effect 
on our industry. Silver is worth approx- 
imately 40 cents an ounce and a duty of 
80 cents would mean that our manufac- 
turers would be handicapped by the 75 
per cent increase in the raw material 
over that paid by manufacturers in the 
rest of the world, whose labor cost is 
much lower. It is easily seen that the 
65 per cent duty which the bill puts on 
silverware would become practically of 
no protection to our manufacturers but 
would allow the foreign silverware to be 
imported and sold at a price much less 
than the American industry could afford 
to do so. 

What is more, this wil! mean that the 
American jeweler and the American sil- 
ver buyer would be paying from 75 per 
cent or 100 per cent more than the 
jeweler or consumer would pay in any 
other country of the world, a condition 
which would in no way help the indus- 
try. 

The fight against the proposed duty is 
being conducted through the Jewelers 
Vigilance Committee with the coopera- 
tion of the Sterling Silversmiths Guild, 
the American National Retail Jewelers 
Association, the New England Manufac- 
turing Jewelers and Silversmiths Asso- 
ciation, the Jewelry Trade Association, 
the Chicago Jewelers Association, the 
New York Silver Manufacturers Asso- 
ciation and other organizations in the 
jewelry industry. It also has support 
from trade union officials, particularly 
the leaders among the silver workers 
as well as support in the chemical trade 
and banking fraternities. 

The Jewelers Vigilance Committee, H. 
C. Larter, chairman, is working for the 
support of the jewelers in opposition to 
the measure on the following ground: 

1. This proposed duty is economi- 
cally unsound and violates the 


principle of tariff legislation be- 
cause it is unlikely to produce 
any revenue and would not pro- 
tect American industry. 

2. If enacted, it would be highly 
detrimental to all manufactur- 
ers of silver products. 

3. Silver, under this Act, would 
cost 75 per cent more (at pres- 
ent prices) than a foreign manu- 
facturer would pay for silver. 


In its communications to the jewelry 
trade the Jewelers Vigilance Committee 
is urging its members and jewelers gen- 
erally to object to the passage of this 
paragraph strongly and to wire at once 
to their Congressmen and Senators in 
Washington, requesting each to use his 
influence with the members of the Con- 
ference Committee to oppose the amend- 
ment. Jewelers and their organizations 
are also urged to communicate directly 
with the members of the Conference 
Committee, who are as follows: 

The Jewelers Vigilance Committee has 
already prepared a most elaborate memo- 
randum for argument against the adop- 
tion of the proposed duty on silver which 
has been submitted to every member of 
Congress, the argument being based on 
the following points, each one of which 
is taken up in detail in the course of 
the brief: 


(1) Silver is not a commodity in the ac- 
cepted sense; and a duty thereon involves 
complications not germane to ordinary 
commodities ; 

(2) There is every reason to believe that 
the proposed measure will yield no revenue 
whatsoever ; 

(3) Even if the proposed measure 
should prove to yield revenue, it will not 
achieve its avowed purposes, but will 
operate harmfully; 

(4) Irrespective of whether or not rev- 
enue will be obtained, the proposed meas- 
ure is objectionable because it will levy a 
bounty on the consumer in favor of the 
producer without any regard to foreign 
competition ; 

(5) Regardless of its obvious failure to 
raise revenue or afford protection, the 
proposed measure is objectionable because 
of its essential inconsistencies; 

(6) The proposed measure is fraught with 
innumerable difficulties by way of practical 
application; 

(7) The contentions of the proponents of 








the measure are unsound and contrary to 
facts; 

(8) The proposed measure has received 
no consideration by the House, and has 
elicited apprehension from important mem- 
bers of the Senate. 


The Jewelers Vigilance Committee 
also sent out Saturday, April 5, an ad- 
ditional memorandum in opposition to 
the bill that goes both to members of 
Congress and to the trade. It reads: 


MEMORANDUM SUMMARIZING SOME OF THE 

OBJECTIONS TO THB PROPOSED DUTY OF 30c. 

AN OUNCE ON SILVER, PARAGRAPH 394 OF 
H. R. 2667 


We believe that the proposed tariff on sil- 
ver is unsound and uneconomic, that if en- 
acted it will not produce any revenue, that 
it will be ruinous to American manufacturers 
and that it will not accomplish its purpose. 
Our reasons are as follows: 

1. Silver is a commodity only to a limited 
extent. Over half the people of the world 
use silver as a medium of exchange. Finan- 
cial complications will arise if this bill be- 
comes law. 

2. The United States produces twice as 
much silver as it consumes. 

3. It exports millions of ounces more sil- 
ver than it imports. 

4. It was stated in the Senate that the 
United States was a dumping ground for the 
world’s silver. This is not correct. We are 
an exporting nation and import silver only 
for refining and/or export. We have never 
imported silver from India or the Far East. 

5. Since there would be no duty on silver 
imported if it was subsequently exported, the 
tariff would provide no revenue. 

6. If the duty is imposed, the American 
silver producers, by legally forming an ex- 
port association to export their surplus pro- 
duction, could raise the price of silver con- 
sumed in this country by about 30c. an 
ounce (the amount of the proposed duty). 

7. If the domestic manufacturer has to pay 
a premium of 30c. an ounce, or about 75 per 
cent more for his silver than his foreign 
competitor, the foreign manufacturer would 
be able to ship his manufactured product to 
this country and undersell the domestic 
manufacturer by a large margin. 

8. The present duty on silverware, silver 
nitrate, silver dental amalgam and other 
silver products, was fixed for the purpose of 
protecting American industry against cheap 
foreign labor, and does not take into consid- 
eration any difference in the cost of silver. 

9. American manufacturers would there- 
fore be unable to compete against foreign 
manufacturers and would lose a large part 
of their business. 

10. If American manufacturers lost a large 
part of their business, they would naturally 


buy a much smaller quantity of silver. The 
domestic market, therefore, would require 
much less silver than it does at present, and 
American producers of silver would sell much 
less in this country than they do now. 


11. The duty would provide a strong in- 
centive to smugglers, because silver is com- 
pact and the profit would be large. 

12. The silver market is suffering from 
overproduction. It is the desire of everyone 
interested in silver to find some way to in- 
crease consumption. The placing of a bounty 
on silver, which is the purpose of this bill, 
would tend to increase production, which is 
already too great, and decrease consumption. 
which is now too small. The passing of this 
bill would, therefore, defeat its own purpose. 

13. This bill is intended to benefit the 
American producer. We believe we have 
shown that it would not do this. We there- 
fore feel it should be defeated. 


JEWELERS VIGILANCE COMMITTEE, INC. 


Representatives of the Vigilance Com- 
mittee visited Washington, Monday, to 
see that the objections to the silver 
tariff were properly laid before the con- 
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NOTHING ELSE BUT... 


An organization—both here and abroad—that 
devotes all its endeavors to creating, perfecting, 
and importing stones—and nothing else but 
stones. A long reign of success has rewarded 
these efforts. Our stocks of genuine and syn- 
thetic stones are outstanding in the industry for 
their completeness and merit. This specializa- 
tion has earned for us an enviable reputation 


over a period of 
33 
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“Concisely and _ interest- 
ingly written—Admir- 
ably done.” 

—Nat’l Jeweler 


“A necessary part of the 
retailer’s business libra. 
ry.’——The Jewelers’ 
Circular. 













Precious 


and Semi-Precious Stones 
By Michael L. Weinstein 







A brief and easy-to-read presentation of fundamental facts about gems, real 
and synthetic. With tables on the color of stones, chemical 

composition, hardness and _ specific gravities, 
refractive indices, and gem-bear- 
ing localities. 

















Beautiful color plate, 
diagrams, 16 photographs. 
147 pages $2.25 


Isaac Pitman & Sons 
2 West 45th St., N. Y. 
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ferees in advance of the settlement of 
the metal schedule. : 

At the office of the Sterling Silver- 
smiths Guild, 20 W. 47th St., New York, 
it was explained that the Guild while 
working with the Jewelers Vigilance 
Committee had on its own behalf filed 
a protest with members of the Confer- 
ence Committee, and Congressmen, in- 
dividually, and the members of the Guild 
had sent their protesting telegrams to 
the conferees and their Senators and 
Representatives. 

During the same time, the headquar- 
ters of the American National Retail 
Jewelers Association, 22 W. 48th St., 
New York, was busy making the officers 
of the various State associations con- 
versant with the fight that was going on 
and the importance of acting immediately. 
As a result, the officers of the State as- 
sociations got busy and sent their letters 
and telegrams of protest to both the 
Conference Committee and their own 
Senators and Congressmen. 

A sample of the telegrams sent Con- 
gressmen is shown in the message sent 
by Chairman Larter, of the Jewelers 
Vigilance Committee to Senator Furni- 
fold McL. Simmons, North Carolina, who 
is a member of the Conference Com- 
mittee from the Senate. This reads: 

“We regard proposed tariff on silver voted 
by senate as harmful to American manu- 
facturing industry uneconomic, unlikely to 
produce revenue, It is of very doubtful 
value to silver producers and of possible 
international significance. The silver con- 
suming industry has had no opportunity to 
be heard in this very important matter. 
We are accordingly mailing by special de- 
livery a memorandum setting forth objec- 
tions with reasons therefor to conference 
committee and other members of congress. 
We respectfully request your consideration. 
We particularly direct your attention to 
facts set forth in our memorandum which 
are based on government figures and other 


data sharply at variance with statements 
meade during the Senate debate.” 


Signed, Jewelers Vigilance Committee 

15 Maiden Lane, New York City 

Harry C. Larter, Chairman. 
It is believed that should the bill go 
into effect that it will not only affect the 
silver industry and the jewelry trade 
seriously but also the bullion and bank- 
ing industries to some extent, as well as 
those parts of the chemical industry in 

which silver plays an important part. 








Providence Jewelry Students Receive 
Awards at Close of School Year 


PROVIDENCE, R. I., April 5.—With the 
close of the term, the jewelry designing 
and sample making classes of the Tech- 
nical High School of this city held their 
annual exhibition during the past week. 
These long-needed designing classes were 
started last year by the State Board of 
Education under the able guidance of 
Raymond W. Perry, State supervisor of 
industrial education of Rhode Island. 

Lawrence M. Bayan, well-known pro- 
duction manager and designer of Provi- 
dence and New York, had charge of 
the instructions of these classes (for- 
merly Director of the jewelry classes of 
the Fawcett School of Industrial Arts 
in Newark, N. J.). The exhibition was 
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viewed by many prominent manufac- 
turers of Providence and Attleboro and 
was highly praised by them as an ex- 
cellent display of the works of art in 
jewelry and most unusual to accomplish 
by students within the short term of 
one year. The visiting manufacturers 
acknowledging the indispensable need 
for such excellent educational training 
for the Providence jewelers have prom- 
ised their earnest cooperation with the 
school for the coming term. 

The instructor of these classes hopes 
the methods he established will be con- 
tinued. Mr. Bayan’s method of teaching 
is not comprised of “standardized les- 
sons.” Every student works on a differ- 
ent design. “The original and graceful 
ornamentation is the important thing,” 
he states. “The material, whether plati- 
num, gold or silver, is secondary.” 


The exhibition comprised of many 
beautifully executed designs of rings, 
bracelets, brooches, barpins, pendants, 
earrings with motifs of modern orna- 
mentation. The exhibition closed last 
Friday evening with an elaborate class 
party. Three medals were awarded to 
the best scholars. The first prize, a solid 
gold medal, was won by John De Stefano, 
employed by the Geo. H. Cahoone Co.; 
the second prize, a sterling silver medal, 
was presented to Joseph C. Scola, with 
the Uncas Mfg. Co.; the third prize, 
bronze medal, was awarded to Joseph 
Civito, employed by the Waite-Thresher 
Co. The medals were donated by the 
Irons & Russell Co. and Harvey & Otis, 
manufacturers of this city. 


High school officials attended the Fri- 
day evening party. The medals were pre- 
sented by H. W. Hyland, principal. He 
spoke of the benefits accruing from such 
classes to the jewelry trade. There were 
about 30 men in the class. Mr. Bayan, 
the instructor, was presented by the class 
with a fine sterling silver cigarette case. 








The Nassak Diamond 





Gem an “Artistic Antiquity” and Entitled to 
Free Entry Importer Maintains in 
Brief Filed in Appeals Court 


WASHINGTON, D. C., April 4.—Judge 
Marion De Vries, former member of the 
United States Court’ of Customs and 
Patent Appeals has filed a reply brief 
in that court on behalf of E. F. Bandler 
who together with the United States 
Government is defender in the famous 
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Nassak diamond case. It will be re- 
called that this well known diamond was 
granted free entry into this country as 
an artistic antique while Mayers, Oster- 
wald & Muhlfeld, Inc., are contesting its 
free entry on behalf of the domestic 
jewelers. 

Judge De Vries argues that “there is 
no question as to the antiquity of the 
Nassak diamond.” He contends further 
that this diamond “has artistic charac- 
teristics and also educational value.” . It 
is contended by the domestic interests 
that this diamond should have been as- 
sessed with a duty of 20 per cent as a 
diamond “cut but not set” under Par. 
1429 of the present Tariff Act. 

“The proof of the antiquity of this 
diamond under the statute was estab- 
lished,” says Judge De Vries, “at the 
time of entry to the satisfaction of the 
Secretary of the Treasury in accordance 
with the regulations promulgated by him 
under authority of the statute itself, 
and the diamond was returned by the 
examiner. No effort was made by the 
plaintiff to question its antiquity within 
the meaning of the law, in fact counsel 
for the appellant in his opening remarks 
at the trial, admitted the diamond to be 
over 100 years old, but stated that there 
is some question as to whether it was 
recut within 100 years.” 

“It may be said however,” continues 
Judge De Vries, “that if any question 
should be raised by the court respecting 
the antiquity of the diamond because of 
the alleged uncertainty of the exact date 
of the recutting thereof shortly after 
1818, when it was taken to London and 
while still in the possession of Messrs. 
Rundell & Bridges, that question would 
be settled affirmatively in favor of the 
importer by reason of Rule 12 in the 
Department’s regulations.” 

Taking up the question of the dia- 
mond’s artistic and educational value 
Judge De Vries says that “is one for 
decision by this court, aided by a phy- 
sical examination of the diamond, if 
desired.” 

It is contended further by Judge De 
Vries that “the diamond involved in this 
case is of itself the most convincing 
evidence that the work performed there- 
on was done ‘artistically,’ and that the 
workman must have worked in that 
manner.” 

“The Nassak diamond,” it is further 
pointed out, “also has an ‘educational 
value’ for those interested in such stones, 
particularly in view of its ancient associ- 
ations and the history thereof since the 
early centuries, at least as far back as 
the beginning of the Mogul Empire in 
1526.” 

In concluding his argument Judge De 
Vries says that “in view of all the fore- 
going, the Nassak diamond, is entitled 
to free entry under Par. 1708 of the 
tariff act as either an ‘artistic antiquity’ 
or an ‘object of art of ornamental char- 
acter and education value’ or both. The 
decision and judgment of the Court 
below overruling the protest and sus- 
taining the action of the Collector ad- 
mitting the diamond to entry free of 
duty, should be affirmed.” 
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New England’s Jewelry Industry 





Survey by Experts of the Department of Commerce Gives Interesting Statistics of Business Done 


WASHINGTON, D. C., April 4.—The 
jewelry trade as well as silver and 
plated ware and watches and clocks are 
given considerable space in a publication 
which has just come off the press in the 
nature of a survey by experts of the De- 
partment of Commerce on the “Indus- 
trial Structure of New England.” The 
survey is considered one of the most 
complete which has ever been made by 
any government or other agency. In 
connection with the jewelry industry 
the report says in part: 

“The jewelry industry in New En- 
gland is highly localized in a relatively 
small area of southeastern Massachu- 
setts and Rhode Island. These two 
States account for almost all the jewelry 
production of the region. The greater 
part of such manufacture is concentrated 
in Providence, in North Attleboro, and 
Attleboro, and adjacent towns. A small 
amount of jewelry is made in Connecti- 
cut. The product of Rhode Island, Mas- 
sachusetts, and Connecticut represented 
$5 per cent of the national value of prod- 
ucts in 1925 and about the same propor- 
tion of the national income from the 
manufacture of jewelery. * * * 

“The making of jewelry provided a 
manufacturing income to Massachusetts 
and Rhode Island in 1927 exceeding $33,- 
000,000, as shown by the value added by 
manufacture, exclusive of the cost of 
materials. The gross output in 1927 had 
avalue exceeding $63,000,000, and the in- 
dustry provided a market for materials 
ued in manufacture of nearly $28,800,- 
000. In the jewelry manufactured in 
these two States there were upward of 
13,000 wage earners, who were paid more 
than $15,000,000 in wages. 

“Despite a considerable reduction in 
number of establishments—from 360 to 
8283—the jewelry output of Rhode Island 
and Massachusetts shows a substantial 
growth from 1925 to 1927. The gross 
value of product showed an increase of 
17 per cent, and the addition to the in- 
come from jewelry manufacture in- 
creased by 12 per cent in the 2-year in- 
terval. There was an increase of nearly 
1000 in number of wage earners in these 
two States. 

“In 1904 New England produced near- 
ly one-half (46.2 per cent) of the na- 
tional total and in 1914, 44.5 per cent, 
thus almost maintaining its relative po- 
sition in the national production. Al- 
though there was a considerable recession 
ftom 1914 to 1925 in its national posi- 
tion, the value of the New England prod- 
ut increased in this interval about 68 
ber cent, in comparison with a New Eng- 

d increase of 27 per cent in the 10 
years preceding 1914. The importance of 

industry in Rhode Island and Mas- 
‘achusetts is shown in the table accom- 
Panying this article. 


in Providence and the Attleboros 


CONDITIONS AS SHOWN BY JEWELRY 
MANUFACTURERS 


“Special information for this survey 
was provided by 113 jewelry companies 
who replied to inquiries regarding their 
manufacturing operations and their mar- 
kets. The aggregate sales in 1925 of 97 
of these companies which supplied fig- 
ures were in excess of $26,000,000 and 
represented 45 per cent of the entire 


There were 25 concerns which had been 
in operation 50 years or more and 35 
between 25 and 50 years. 

“Branch plants were reported by six 
Massachusetts companies and by four 
Rhode Island companies, located mainly 
in nearby towns. One Massachusetts. 
concern established a branch near by in 
1916; another concern had a branch in 
Providence, established in 1920: A Rhode 
Island manufacturer of a special product 





MANUFACTURE OF JEWELRY IN NEW ENGLAND STATES, 1925 AND 1927 


Establish- Wage 
State and Year ments Earners 
Rhode Island: 
BEE a taCeeonweaa 188 7,826 
DPA 220 7,039 
Massachusetts : 
BENE ata yradnnawe es 135 5,216 
DM scl ce cmenaes 140 5,056 
Total: 
EGGS scennas 323 13,042 
BME? canwalas 360 12,095 
DE 600 eee 516 15,484 
RO? cde tees 335 12,147 
United States total: 
EERE Kitacnwdoecee 1,367 24,116 
DE ts ice ekeds 1,468 23,837 
Rhode Island and Mas- 
sachusetts as per cent 
of United States: 1925 24.5 50.7 


1 Not including Maine, 1 establishment. 


Thousands of Dollars———_—-_—_—__, 


Value 

Cost of Value of Added by 

Wages Materials Products Manufacture 
8,696 16,587 5,451 18,864 
7,545 5,442 31,616 16,173 
6,574 12,206 26,781 14,575 
6,378 12,454 26,156 13,703 
15,270 28,793 62,232 33,439 
13,923 27,896 57,772 29,876 
8,772 18,022 36,051 18,029 
6,203 10,428 24,611 14,183 
36,766 76,915 164,865 87,950 
35,177 79,886 166,816 86,931 

39.6 34.9 34.6 34.4 


2 Not including New Hampshire, 1 establishment. 





New England output, as reported in the 
census. Thus, these replies provide a 
very good cross-section of the whole in- 
dustry. 

“Most of the companies included in 
this group are makers of miscellaneous 
products for the jewelry trade. Some 
of these make semi-manufactured ar- 
ticles for sale to other manufacturers 
who make finished jewelry for the gen- 
eral trade. A few sell a portion of their 
output to other manufacturers and a 
portion as a finished product to the 
trade. 

“Raw Materials—There were 69 com- 
panies which indicated the purchase of 
gold, 38 of these reporting gold plate, 
and 12 others gold in some other semi- 
manufactured form; the use of brass 
was indicated in 49 cases; silver, 48 
firms; and sterling silver and nickel sil- 
ver, 25 and 19 firms, respectively. Other 


materials were copper, nickel, white 
metal, gilder’s metal, steel, platinum, 
zinc, lead, and antimony. Imitation 


stones were indicated by more compa- 
nies than were the precious and semi- 
precious stones. Various other materials 
incidental to the finished products of this 
industry were mentioned in small quan- 
tities. * * * 

“Size and agé of establishments.—Of 
the 113 reporting companies almost half 
had come into existence during the past 
25 years and several within 10 years. 


reported branch plants in New York and 
Chicago, established in 1901 and 1906, 
respectively. A concern making college 
and high-school jewelry reports a branch 
in North Carolina, and another manu- 
facturer established a branch in Quebec 
in 1914, 

“The size of individual establishments 
in this business is indicated by the fol- 
lowing classification of the 97 companies 
giving individual sales figures. Their ag- 
gregate volume was in excess of $26,300,- 
000, making the average of individual 
sales $271,000. There were 16 companies 
with individual sales in 1925 of less than 
$50,000; 22 companies between $50,000 
and $100,000; 23 concerns between $100,- 
000 and $250,000; 22 concerns between 
$250,000 and $500,000; and 14 concerns 
exceeding $500,000. There were three 
companies reporting individual sales ex- 
ceeding $1,000,000. 

“More than half of the companies re- 
ported an average pay roll of less than 
50 wage earners, and six-sevenths of all 
the companies reporting had a pay roll 
of fewer than 100. The classification of 
101 companies, according to employment, 
was as follows: Thirty-four companies, 
fewer than 25 workers; 25 companies, 
between 25 and 50 workers; 26 compa- 
nies, between 50 and 100 workers; 12 
companies between 100 and 250 workers; 
and four companies more than 256 
workers. 
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The “Varnistar” for Easter 


U. 8S. Pat. No. D74127 


A new idea expressed beautifully in a jewel and espe- 
cially appropriate for Easter Gift purposes particularly 
to members of Order of Eastern Star. 


The Varnistar has proven to be a fast seller by jewel- 
ers everywhere. 


The Varnistar is cut from genuine rock crystal with 
workmanship as carefully done as on the finest precious 
stones, mounted in sterling silver or white gold to re- 
tail from $9 to $28. 


Send for illustrated folder today. 


\_ Stephen Varni Co. AEB 
_ “meee Vee 


15 Maiden Lane New York 


Pacific Coast Representative: 
BEN NORDMAN, Hotel Alexandria, Los Angeles, Calif. 


Trade Mark 








RETIRING FROM BUSINESS 


Machinery, tools and dies, fixtures, finished stock and loose 
stones for sale 


J. Austin Granbery Company 


9-11 KIRK PLACE, NEWARK, N. J. 














Special Order Work 
and Repairing 
Every facility for the Pro- 

duction of Special Order Work, 
and fine Jewelry Repairing in 
all its branches. 


We solicit your next con- 
signment. 


WAGNER MFG. CO. 


Established 1919 
114 Fulton St. New York 























| Watch Dial Service 


All leading watch importers—jewelers and 
watchmakers indorse this service. 


DIALS RE-fasa 


Si Dials Guaranteed Against Tarnishing. 


Raised gold figure dials refinished—missing figures sup 
plied. Clock and Chronometer dials refinished like new. 


Write for Price List 


P. J. BREIVOGEL 
15 Maiden Lane 


New York City 
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THIS IS OUR NEW CLASP — METAL OR STERLING 
CAN ALSO BE HAD SET WITH FINE QUALITY STONE 


Prices and sample on request. 


THE MODERN NOVELTY CO., Inc. 
126 South St., Newark, N. J. 
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Notorious Jewelry Bandits Caught 





Gang of Crooks and Jewelers Who Staged Fake Holdups Now 
in Police Net 


CuicaGco, April 7.—The spotlight of 
publicity was thrown upon fake jewelry 
holdups when Attorney Francis V. Healy 
of the law firm of Goldman, Allshouse 
& Healy, attorneys for the Good & Wel- 
fare Committee of the Chicago Jewelers 
Association, exposed a stupendous ring 
of notorious jewelry thieves, who were 
operating with crooked jewelers in four 
or five States, staging fake jewelry hold- 
ups. Charles Mueller, Assistant State’s 
Attorney, stated that it was one of the 
greatest exposures in the history of his 
experience. 

On Jan. 27, 1930, Wright’s Jewelry 
Store at Elkhart, Ind., owned and op- 
erated by Fred Wilkoff, was held up and 
supposedly robbed of approximately 
$18,000. Upon investigation, Mr. Healy 
was not satisfied with the genuineness 
of the robbery, and with the Pinkerton 
National Detective Agency started on 
the trail of the holdup men. Through 
investigation, within a week after the 
matter was taken hold of, Mr. Healy 
named three of the notorious bandits, 
and under date of April 3, Abe Poncher, 
a brother of the notorious Freddie Pon- 
cher of the Poncher syndicate of out- 
laws, was arrested at Elkhart, Ind., and 
charged with framing the robbery with 
Fred Wilkoff, the proprietor of Wright’s 
Jewelry Store. 

Fred Wilkoff was also arrested, as 
was Phelan Wolff, a relative of Wilkoff, 
who also runs a jewelry store at Elkhart 
under the name of Rogers. Confessions 
were obtained and statements made by 
some of the actual participants of the 
robbery, who told how the robbery was 
framed by Freddie Poncher, Meyer 
Bogue, Abe Poncher, Louis Poncher and 
Fred Wilkoff. 

It was revealed how the robbers en- 
tered the store at 8 o’clock on Monday 
morning of the robbery, how the mer- 
chandise had been removed prior to the 
robbery and was in Chicago. Freddie 
Poncher is a notorious jewelry bandit. 
He was charged with robberies in Detroit 
amounting to over $100,000; a Cleveland 
robbery amounting to over $225,000; a 
Florida robbery and various other jewel- 
ry holdups, but for some reason or other 
has always successfully avoided prose- 
cution. He was also charged with kid- 
napping and holding up a driver of one 
of the Alemite trucks, a little over a 
year ago, whereby $60,000 of fittings 
were taken, and again about two months 
ago the same company’s truck was held 
up. 

The thieves confessed to how Freddie 


Poncher had told them how easy it was 
to complete a jewelry robbery, and that 
all of his robberies were fixed robberies 
and arranged beforehand, and that there 
was no need for worry. They further 
told how Freddie Poncher and Meyer 
Bogue held up and robbed Louis Rose of 
$50,000 worth of merchandise on a street 
car in Chicago a few months ago, and 
further told how they had planned a 
number of Chicago holdups with the aid 
of jewelers. 

The members of the gang are now all 
under arrest and will be prosecuted vig- 
orously and face sentence, if convicted, 
of from 15 to 20 years. 








Bandits Bind and Gag Bronx, N. Y., 


Jeweler, and Escape with Loot 


Two thieves entered the jewelry store 
of Nathan Cypres, 989 Prospect Ave., 
Bronx, N. Y., Wednesday morning, April 
2, and after gagging and binding the 
jeweler, escaped with diamond rings, 
brooches, cameos set with diamonds, and 
a number of mountings studded with 
small diamonds worth approximately 
$10,000. 

Mr. Cypres told a JEWELERS’ CIRCULAR 
reporter that he was busy in the front 
of the store when the bandits entered 
and without any warning the larger of 
the two thrust a revolver against his 
chest, at the same time commanding the 
jeweler to put up his hands. Mr. Cypres 
backed away, and both bandits vaulted 
the showcase, forcing him to the back 
room, where they gagged him with ad- 
hesive tape and bound his wrists with 
sash cord, lashing it so tightly that his 
arms were severely cut by the rope. They 
then threw him to the floor where he lay 
while they emptied the contents of the 
show window into a valise they had 
brought with them. After this they 
rifled the safe, taking also $300 worth 
of gold findings that were kept behind 
the counter in a tin box. The thieves 
then left the store and escaped. 

Mr. Cypres stated that as all jewelry 
sold by him in the store was manufac- 
tured on the premises, no obligations 
were unfulfilled. The loss was not cov- 
ered by insurance, Mr. Cypres stated. 

Inspectors Henry Bruckman and John 
J. Hennessy of the Morrisania station 
are investigating the case. 








S. L. Sather, jeweler of Grand Rapids, 
Minn., has sold out to John Specht. 
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New York Salesman Held Up and 
Robbed of Diamonds in Chicago 


CuicaGco, April 3.—Harry Beck, rep- 
resenting Simon Kaplan & Co., 64 Fulton 
St., New York, was held up on Thursday, 
March 27, in the lobby of the building 
at 218 S. Wabash Ave., and about $70,- 
000 worth of diamonds taken. 

Beck, who stopped at the Palmer 
House, had received a message from 
Ziotowitz & Wexler, 218 S. Wabash Ave., 
to call on them for the purpose of ex- 
changing some goods they had purchased 
on March 24. When Beck entered the 
building two men accosted him and with 
drawn revolvers, ordered him to put up 
his hands while a third crook removed 
two wallets of diamonds from his pocket. 
The thieves, it appeared, knew how many 
wallets he was carrying and in which 
pockets to look for them. They escaped 
in the blizzard and were seen by no one 
outside the building in making their get- 
away. An elevator operator saw the 
men loitering in the hall previous to the 
hold-up and her description tallied with 
that given by Beck. 





Mr. Kaplan told a representative of 
THE JEWELERS’ CIRCULAR in an interview 
at his New York office that the loss 
was completely covered by insurance. 








Two Women Accused of “Penny- 
weighting” Are Arrested in 


Suffolk, Va. 


DuRHAM, N. C., April 3.—In the ar- 
rest in Suffolk, Va., this week of two 
women, Durham police believe a ring of 
jewelry thieves has been broken up. 
They have been identified, according to 
the police, by a clerk of a local jewelry 
firm as the women who recently stole a 
diamond ring from that store. They 
were arrested in the Virginia city while, 
it is charged, they were trying to sub- 
stitute the ring taken here for one of 
much greater value. 

The ruse worked successfully by them 
here was an old one. Two of the women 
entered the local stores and asked to be 
shown some diamond rings, remarking 
that they were interested in buying. One 
of them apparently had a bad cold and 
made frequent use of her handkerchief. 
Through the use of the handkerchief she 
put cheap rings in the tray and ab- 
stracted ones set with diamonds. 

Immediately upon the disposition of 
their case in Suffolk they will be brought 
here for trial. 








Chester W. Gerling has_ recently 
opened his new jewelry and radio store 
at 20 N. Main St., Gloversville, N. Y. 
The store was formerly located on E. 
Fulton St., the same town. 





Kills Bandit 


New York Jeweler Shoots Man Who 
Attempted to Rob Him 





Murray Kalish, brother of George 
Kalish, proprietor of a jewelry store at 
3828 Broadway, New York, shot and 
killed a thug who attempted to hold up 
the store last Saturday afternoon at 1.15 
o’clock. 

Mr. Kalish, who was standing in front 
of the store when the bandit entered, 
followed him inside and had started 
behind the counter when the thug drew 
a revolver and ordered the jeweler to 
put. his hands behind his back and walk 
toward the back of the store behind the 
counter. Mr. Kalish obeyed, walking 
slowly toward the back of the shop where 
the safe is located while the thief pressed 
a revolver against his spine. There the 
thief began to tie the jeweler’s hands 
behind his back with a cord he took from 
his pocket. With great presence of mind, 
Mr. Kalish tensed his wrists, holding his 
hands crossed obliquely, thus giving him 
sufficient slack to free himself at a mo- 
ment’s notice. 

At this moment, a watchmaker, Lazar 
Nestor, who had been working in the 
back room, walked into the shop and 
immediately the crook pointed the 
revolver at him, warning him also to 
keep quiet. 

Mr. Kalish, seeing the thug’s attention 
was diverted from him for the moment, 
freed his right hand and drawing his 
gun, fired two shots, instantly killing 
the bandit. Police soon appeared on the 
scene but were unable to identify the 
man, discovering only that he was from 
Detroit, Mich. 

Mr. Kalish told a JEWELERS’ CIRCULAR 
reporter that he had carried a gun for 
some time just for some such exigency. 
He had, several weeks previous to the 
attempted hold-up, been able with the 
same gun to persuade a check forger, 
who had become frightened when he saw 
that the jeweler was suspicious and had 
attempted to flee, to remain in the store 
until the police arrived. 

Since the shooting the jeweler has 
received many messages of commenda- 
tion and on Monday morning appeared at 
the line up in Police Headquarters while 
he told the detectives just how he shot 
the bandit. 








Man Who Robbed Providence 
Jewelry Plant Sent to Prison 


PROVIDENCE, R. I., April 5.—“‘As a 
man, I sympathize with this man and 
would like to help him, but as a judge I 
must do my duty,” Judge A. A. Capotosto 
said in Superior Court the other day as 
he sentenced Vittorio D’Alfonso, 37 
years old, of this city, to serve 18 
months in the Rhode Island State Prison 
on a charge of breaking and entering a 
manufacturing jewelry establishment in 
this city. 


D’Alfonso broke into the La Salle 


Ring Co.’s factory, 107 Stewart St., on 
Jan. 9 and stole 171 ounces of silver 
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scrap, according to the police, and on 
Jan. 13, when he returned to get more, 
he was arrested at the point of a gun 
by Giustino Tortolani, president of the 
company, who held him for the police. 








Unmasked Bandits Rob Seattle 
Jewelry Store 


SEATTLE, WAsH., April 3.—Two un- 
masked men descended upon Goldsmith’s, 
Inc., jewelers at 1408 Second Ave., short- 
ly before noon yesterday and while 
crowds passed by in front of the 
store, boldly covered the store attendants 
and looted the place of gems valued at 
$10,000. William Lochow and Leon H. 
Nelson, clerks, were alone in the store 
when the robbers entered. 

The robbers overlooked approximately 
$1,000 in cash which had just been 
counted out from the safe and stowed 
in the cash register. The pair forced the 
clerks into a back room where one stood 
guard while the other looted the window, 
scooping trays of rings into a bag he 
carried. All the stolen diamonds were 
mounted. After gathering up their loot 
the pair walked out of the store and dis- 
appeared in the crowd. 

Both clerks said they had seen the 
holdup men before in the store and could 
recognize them again. The loss is fully 
covered by insurance, said J. Goldsmith, 
manager of the store. 








Look Out for This Man, Who Robbed 
Detroit Jeweler 


Detroit, April 3.—Hugo Hellerich, 
jeweler, 1486 Gratiot Ave., reported to 
the police last night that he had lost a 
$125 stick pin because of his faith in 
human nature. Mr. Hellerich, it ap- 
pears from his report, was a victim of 
what is known in police parlance as a 
“building up process.” 

For some time a friendly sort of a man 
had been dropping in on him each eve- 
ning to pass the time and talk about the 
stock market. The friendly one always 
made it a point to transfer from one 
pocket to another, during the visit, what 
looked like a bona fide bank roll. This 
went on for some time. 

Wednesday evening the eye of Mr. Hel- 
lerich’s visitor suddenly lighted upon the 
$125 stick pin in a show case. It ap- 
peared like love at first sight, and soon 
the friendly stranger was begging to be 
permitted to run around the corner to 
get the judgment of the neighboring bar- 
ber, whom Mr. Hellerich knew quite 
well. 

After some hesitancy, Mr. Hellerich 
consented to let the pin be submitted. 
Waiting an hour, the jeweler went 
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around to the barber shop but the barber 
had not seen either the stranger or the 


pin. Mr. Hellerich then made his re. 
port to the police. 


NEW ENTERPRISES 


Edwin A. Rades has opened a retail 
jewelry store at 5807 North Ave., Mil. 
waukee, Wis. 

A jewelry store will soon be opened 
in the Durrell Block, Fergus Falls, 
Minn., by Gus Hauberg. 

William Alquire has established a re. 
tail jewelry store in the Baird Block, 
Devils Lake, N. D. 

The Crown Jewelry Co. has opened an 
establishment at 960 Fifth Ave., San 
Diego, Cal. 

Mr. and Mrs. Lloyd Shoemaker have 
opened a jewelry store in the Miles 
Hotel building, 188 Marquette St., La 
Salle, II. 

















Held Dutiable as Jewelry 
(Continued from page 55) 








this class of merchandise both with and 
without clasps. 


Rules for Government 


In deciding for the Government, Judge 
Sullivan concludes his decision as fol- 
lows: 

“While plaintiff’s witness, Mr. Hecht, 
states he is not engaged in the jewelry 
business, yet unquestionably all the mer- 
chandise is designed in fact for jewelry 
purposes. He makes his own designs, 
and sends such with his order to Japan 
for fulfillment. The designs, represented 
by the exhibits, fulfill every requirement 
for jewelry, either as necklaces or brace- 
lets. We cannot close our eyes to this 
fact. Therefore, while the exhibits, with 
the exception of Exhibit 3, may not be 
complete articles of jewelry, ready to 
wear, yet unquestionably they are unfin- 
ished jewelry, and created for that pur- 
pose. 

“Exhibit 3 is a complete article of 
jewelry, and does not need a clasp or re- 
quire change in any way. 

“In the light of the authorities, the 
facts as detailed, and an inspection of 
the exhibits, we must hold these articles 
dutiable as jewelry, finished or unfin- 
ished. 

“It necessarily follows that the collec- 
tor was right in his classification, and 
the protests are overruled.” 








F. E. Shortess, who for 42 years has 
conducted a jewelry and optical shop at 
Traer, Iowa, the oldest man in that busi- 
ness in Tama County, has disposed of 
his store to Theodore Moeller, Waterloo. 
Possession was given at once. Mr. 
Shortess will continue as manager of 
the Tama County Investment Co. which 
has had its headquarters in his store the 
past two years. Mr. Shortess has been 


mayor of Traer, member of the State 
Legislature and served on the city coun- 
cil. 
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N. Y., Jewelry Store 


Five bandits threw a _ lead pipe 
wrapped in a newspaper through the 
plate glass window of the Busch’s Kredit 
Jewelers’ store, at 24 Hanover Place, 
Brooklyn, N. Y., last Monday night at 
8.20 o’clock, seized two trays containing 
$15,000 to $20,000 worth of diamond 
rings and then jumped into a big gray 
automobile and drove away. 

The lead pipe was sent to Police 
Headquarters, where it will be examined 
for fingerprints, together with the paper 
in which it was wrapped. An elderly 
couple who witnessed the robbery and 
were too horrified to offer any resistance 
to the robbers, said that all those who 
took part were wearing gloves. The po- 
lice, accordingly, have little hope of iden- 
tifying the bandits by the fingerprint 
method. 

While leaving the store the thieves 
dropped three of the rings, two ladies’ 
diamond rings valued at $875 each, and 
one gentleman’s ring worth $279. 

James Albright, manager of the store, 
said that the loss was completely covered 
by insurance. . 








Pleads Guilty to Holding Up 
New York Concern 


Dominick Messina, charged with hold- 
ing up the Lussac Watch Co., 12 Maiden 
Lane, New York, March 11, pleaded 
guilty before Judge Bertini in Part Two 
of the Court of General Sessions last 
Tuesday. Messina and two companions 
who escaped with watches valued at 
$1,000 entered the office at about 11.25 
a. m., tied the occupants, rifled the safe 
and fled, leaving two girls and a watch- 
maker lying gagged and bound on the 
floor in a back room. Messina was 
caught while running through the street 
by officers Lang and O’Connel, of the 
Old Slip Station, and it is reported that 
a thief recently killed in the hold-up of 
a restaurant in Greenwich Village has 
been identified as one of the accomplices. 
Messina will be sentenced April 15. 








Alleged Crook Arrested by Chicago 
Detectives on Robbery Charge 


CuicaGo, April 7.—Detectives of the 
jewelry squad and the Pinkertons’ ar- 
rested Sammy Barauch, of Seattle and 
Chicago yesterday in connection with the 
holdup of the jewelry store of Gold- 
smith’s, Inc., 1408 Second Ave., Seattle, 
Wash., which took place on Wednesday, 
April 2. He was taken from a Union 
Pacific train by the detectives when it 
reached Chicago and was escorted to the 
detective bureau where a thorough search 
of his belongings were made and, it is 
alleged, 15 diamond and platinum rings 
and one diamond platinum brooch were 
found in a tube of shaving cream. 

The Seattle office of Pinkertons’ wired 
their Chicago office the description of 
Barauch and stated that Myron Sun- 
steen, another alleged bandit, had been 
captured in Portland, Ore., on Saturday 





Window Smashers Rob Brooklyn, 
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and that Sunsteen in his confession 
named Barauch. He further stated that 
Barauch left for his home in Chicago. 
Detectives in Chicago took a chance on 
him returning over the Union Pacific 
and went to DeKalb, IIl., to meet the 
train. He was easily identified from 
descriptions and admitted his name was 
Sammy Barauch. He positively denied 
any implication in the Goldsmith stickup. 








Figures Showing Imports and Exports 
of Watches and Parts 
Ducing January 


WASHINGTON, D. C., April 5.—The De- 
partment of Commerce has just released 
figures showing that Switzerland still 
leads by far all other countries in our 
importation of watches and parts. Dur- 
ing the month of January, for which 
these statistics were compiled, the total 
imports of watches, movements, cases, 
dials, and parts of watches and jewels 
amounted to $483,463. The exports of 
watches, with and without jewels, and 
parts thereof, for the same period were 
valued at $125,431. 

We received from Switzerland watches 
and watch movements valued at $246,537, 
cases, dials, and parts of watches worth 
$101,874, and jewels for watches, clocks, 
ete., totaling $96,362. France and Ger- 
many were close rivals for second place 
in the shipment of merchandise in all 
the above classes, France having the re- 
spective totals of $8,298, $3,306 and $8,- 
445, and Germany, $10,439, $3,854 and 
$502. 

The United Kingdom led in _ the 
amount of watches without jewels bought 
from the United States during January, 
taking timepieces valued at $15,183 in 
that month. Mexico received the largest 
number of watches with jewels, taking 
2159, a purchase amounting to $23,066. 
Canada was our best customer for parts 
of watches, receiving shipments valued 
at $24,503. 

The value of imports and exports of 
watches and parts in January are as fol- 
lows: 


IMPORTS OF WATCHES, MOVEMENTS, 
PARTS, ETC., BY COUNTRIES 





Jewels 
Cases, for 

Watches Dials Watches, 

and and Clocks, 

Watch Parts of Meters, 

Move-- Watches or Com- 

Countries ments n.é.s. passes 
Bramce ...s.. $8,298 $3,306 $8,445 
Germany 10,439 3,854 502 
1 ae ee 9 2,204 
Switzerland .. 246,537 101,874 96,362 

United King- 

CI Saxre ears 303 397 725 
CONSE «0060 13 ; Sanrio 
| $265,590 $109,535 $108,238 


DOMESTIC EXPORTS OF WATCHES AND 
PARTS BY COUNTRIES 


With- Parts 
out With of 
Countries Jewels Jewels Watches 

NN. oc Wk wie wide jmard wate $129 

GOFMIANYF 2 ccccce rs vean 127 

1 ES ee oe ac a alee 102 

Netherlands $102 a ree 
Poland and 

Oo ee are eeea 79 
Soviet Russia in 

= eae $72 “eae 

Switzerland .... aeees 300 80 
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United Kingdom... 15,183 569 1,534 
ee eee 492 1,788 ‘24,503 
Costa Rica ...é. > 66 Pa ois 
Guatemala’ ..... 89 8 36 
Honduras ....... 161 103 13 
Nicaragua ...... 882 cae ames 
CO Sa 200 327 74 
i |” a eee 170 23,066 5,161 
Newfoundland and 
Labrador ..... 170 
Bermudas ...... nee 225 
Other British 
West Indies... 13 er emus 
| ar ee ess 1,339 776 
Netherlands West 
EE 62 36,464 75 
DE Gc eaaens ss oP Pr 60 
Argentina ...... 509 ear 
Colombia ....... 422 153 
J Pee 83 head 
. , (Seer 655 aa 
British India .... uaeae 2,472 
British Malaya.. wake 21 
ke aoe tens er 2,063 dled 
(IN corona wn ened 6,614 2,228 
Philippine Islands re 18,639 1,413 
PP Gch awdeeoads or 170 ae Oe 
pO ee 152 4,693 2,198 
New Zealand ... wees 576 53 
British East 
MO, eb teuns ‘ 27 
Union of South 
RM 6 wie es 2,308 1,385 523 
py) ee $21,591 $64,811 $39,029 
Shipments from 
to: 
| eee ara $4,165 $673 
Poste .Rieo...... $78 1,862 28 








The National Association of Credit 
Jewelers Will Move Offices to 
Philadelphia 


PHILADELPHIA, April 7.—Administra- 
tive offices of the National Association 
of Credit Jewelers will be established 
here within a few days, says Secretary J. 
Frank Newman, moving here with all 
the association effects and establishing 
himself in a suite in the building at 15 
N. 13th St. He is expected here next 
week. 

Headquarters have been in Detroit, 
but in line with the policy of Meyer 
Simon of this city are being moved here. 
Mr. Simon was elected president of the 
organization at the recent convention 
held here. He will call a meeting of the 
executive officers within a short time. 








Death of Charles O. Dahm 


Charles O. Dahm, jeweler of Brewster, 
N. Y., for 38 years, died last Friday 
after an attack of double pneumonia. 
Mr. Dahm was well known in Brewster 
and his death is widely regretted. 

The funeral was held from the home 
of the deceased last Sunday, interment 
being in a local cemetery. He is sur- 
vived by his widow, a sister and a son, 
Alfred Dahm, who will continue the busi- 
ness. 

Mr. Dahm was 64 years old at the 
time of his death. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York 
as reported for the past week: 


Selling Price 
London U. 8. Gov’t New York 

Date Official Assay Bars Official 
April 1.... 19% 44% 42% 

_ aeace 44% 41% 

- 3 19% 44 4156 

sis t 19% 44% 421% 

- 5 19% 44% 42 

a 19% 
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Indiana Jewelers Endorse A.N.R.J. A. 


Officers Elected, Resolutions Adopted and Plans for Coming 
Year Discussed at Convention at Indianapolis 


INDIANAPOLIS, IND., April 8.—The In- 
diana spirit was revived at the 23rd 
annual convention of the Indiana Retail 
Jewelers Association held here yesterday 
and today and both the old and new 
members left here encouraged as to the 
future of the State association. Plans 
for an enlarged membership and a big 
convention next year have already been 
made. 

More than 50 were present at the 
opening sessions yesterday. An unfor- 
tunate circumstance conspired to prevent 
a larger attendance. Just when plans 
for the meeting and program were get- 
ting under way the business of President 
Ernest Lamy was destroyed by fire and, 
feeling he would not have time to do 
justice to the work, he resigned and 
Vice-President J. P. Hagel, of Washing- 
ton, assumed the duties. This delayed 
sending out of announcements and also 
made necessary changing the dates which 
had been previously announced. 


Monday 


The first session of Monday was called 
to order at 10.30 a. m. by President J. 
P. Hagel, who spoke briefly of the events 
of the past year and expressed his pleas- 
ure that so many were present in view 
of all that had happened. 

He then introduced the first speaker, 
Wm. E. Balch, secretary and general 
manager of the Indianapolis Merchants 
Association, who spoke on “Store Eco- 
nomy.” He pointed out many economies 
effected by merchant members of the or- 
ganization he represented, and all done 
without sacrifice to service but with no- 
table effect on profits. 

Following this talk the president read 
a telegram of felicitation from President 
Frazier of the National association and 
then announced committees as follows: 

Resolutions—Ed. Little, Joe A. Kern, 
Lewis Sterling. 

Auditing—Roy Berger, Warren Miller. 

Nominating—Gerry Mohlman, Leo 
Simon, Ed. Williams. 

Then followed a general discussion by 
members after which adjournment was 
taken for lunch. 

During the lunch hour many other 
jewelers of the State arrived and when 
President Hagel called the afternoon 
session to order at 2 o’clock one was 
reminded of old time Indiana conven- 
tions. 

MONDAY AFTERNOON 


The first speaker Monday afternoon 
was Maxwell Droke, president of Max- 
well Droke Service, Indianapolis, and 
special correspondent of Printers’ Ink. 
He spoke on “Competitive Merchandise” 
and gave a most interesting talk. 

The next speaker was Robert F. 
Branch, assistant sales manager of the 
Elgin Watch Co., whose subject was 


announced as “Elgin’s Plans for 1930.” 
Mr. Branch told his audience of their 
plans for the year including the an- 
nouncement of their radio broadcasting 
plan which provides for an hour each 
Friday night beginning in May, but the 
greater part of his time was devoted 
to telling the jewelers present of meth- 
ods of improving their general business 
and many very excellent suggestions 
were given. 

At this time the program was inter- 
rupted to permit Henry F. Stecher, vice- 
president of A. N. R. J. A., to read a 
letter he had just received concerning 
the proposed tariff of 30 cents a pound 
on silver which was added to the pend- 
ing bill by the Senate just before it was 
passed by that body and sent to confer- 
ence. 


The convention was’ thoroughly 
aroused by the reading of this and after 
discussion a resolution was passed in- 
structing the officers to send a vigorous 
telegram of protest to the Indiana mem- 
ber of the joint conference committee 
pointing out the unsound economics of 
the proposition and the burden that 
would be placed upon manufacturers and 
dealers in silver products without any 
additional income to the Government. 


W. C. Griffith, of Indianapolis. then 
discussed “Radio as a Side Line” in a 
very practical manner. 

President Hagel, after calling atten- 
tion to the banquet, entertainment and 
dance in the evening adjourned the after- 
noon session. 

The banquet Monday evening proved 
to be a very delightful affair and the 
success of the evening was largely due 
to Wm. H. Rindt, Richmond, who acted 
as master of ceremonies. The local com- 
mittee had provided a very excellent 
musical program and those attending 
were reluctant to leave when the hour 
of adjournment came. : 


Tuesday 


The Tuesday morning session was 
opened with an address by Harper Rans- 
burg, of the Harper J. Ransburg Co., 
of this city. In his talk he pointed out 
the advantages of chinaware and glass- 
ware as a side line for jewelers and 
demonstrated how a very profitable busi- 
ness can be developed by jewelers in 
these lines. 

Following his talk, Henry F. Stecher, 
of Milwaukee, representing the National 
organization of retail jewelers, told of 
the achievements of this organization 
and its plans to help the jewelers of the 
entire country. The reception of Mr. 
Stecher’s remarks gave evidence of the 
appreciation of the A. N. R. J. A. by the 
Indiana retail jewelers. 

President Hagel then called for re- 
ports of committees; those of the secre- 
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tary and treasurer were read by Secre- 
tary McConnell, and the auditing com- 
mittee reported the books correct. The 
secretary’s report reflected the revival 
of the Indiana spirit and was very en- 
couraging to those who had sponsored 
the comeback. 

‘The suggestion of the nominating com- 
mittee that the principal officers be re- 
elected was most heartily received, and 
the entire slate was unanimously adopted 
and resulted in the election of the follow- 
ing officers to carry on the work for the 
coming year: President, J. P. Hagel, 
Vice-President, Christine Becks; Secre- 
tary, Earl McConnell; Treasurer, Frank 
Kroezz; members of executive commit- 
tee, Warren Miller, Elmer Lodde, Ed- 
ward Little, Joseph Kern, Gerry Mohl- 
man. 

The resolutions approved reaffirmed 
faith in the National association and 
thanked the parent organization for its 
long list of achievements in the past and 
its faithful leadership and interest in 
the welfare of the retail jeweler, and 
expressed appreciation of the efforts of 
the National officers in cooperating with 
the other branches of the industry. 
Other resolutions reindorsed fhe Na- 
tional Jewelers Mutual Fire Insurance 
Co., the Capper-Kelly Bill and the 
Jewelry Trade Association. 

Short talks were given by many of 
those present and these talks as well 
as those of the officers were optimistic 
for the future. 

When the convention adjourned short- 
ly before noon those attending left for 
their homes feeling that next year will 
be a record breaking one for the Indiana 
association. 








Mississippi Legislature Again Passes 
Bill Requiring Owners of Gems 
to Register Them 


JACKSON, Miss., April 7—The Missis- 
sippi House of Representatives today 
again passed a bill requiring every own- 
er of a diamond, pearl, ruby “or other 
precious stone” to list same with the 
sheriff of his county. The latter is re- 
quired to keep a bound book and to re- 
cord all changes in ownership of gems 
and to value them for the assessor. A 
similar bill was passed at a previous ses- 
sion but was repealed last year. 

This latest bill was passed over the 
strenuous opposition of Representative 
Leon Hendrick of Jackson, who declared 
it an aid to thugs and burglars who 
might gain access to the sheriff’s books. 
He also said it was class legislation, 
aimed at persecuting owners of valu- 
ables. 








More than 7500 visitors passed through 
and inspected the new home of the Wil- 
liam Levitt Jewelry Co., at its formal 
opening held recently at 116 E. Douglas 
St., Wichita, Kan. Flowers were given 
to all guests, who were then conducted 
through the store by members of the 
Wichita Junior League. 
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Texas-Louisiana Jewelers Meet 





Convention Held April 7 and 8 at Dallas Proves Successful— 
Officers Elected and Other Business Transacted 


DALLAS, TEX., April 9.—L. P. Tulley, 
of Dallas, was elected president of the 
Texas-Louisiana Retail Jewelers’ Asso- 
ciation at the close of the two-day ses- 
sion yesterday. Other officers are Clif- 
ton Linz, Dallas, first vice-president; 
A. E. Gordon, Shreveport, second vice- 
president; E. J. Paml, Austin, reelected 
secretary. Myron Everts, Dallas; J. A. 
MacKinnon, Austin; Henry Pancoast, 
San Antonio; C. M. Presley, Abilene; 
J. C. Anderson, Lubbock; I. J. C. Hol- 
land were chosen directors. 

During the Tuesday session most of 
the speeches concerned advertising and 
its value. Erle Racey, Dallas, discussed 
“A Panoramic Picture of Advertising.” 
Charles A. Moore, of Dallas, warned 
against the wholesaler who retails. 

The afternoon feature was a window 
trimming demonstration by J. H. Bran- 
non, of the Arthur A. Everts Co. Arthur 
A. Everts, regional vice-president, spoke 
on “Our National Association.” 





Monday 


The first day’s sessions of this joint 
convention were marked by the presence 
of a number of prominent speakers who 
delivered interesting addresses. One of 
the important developments of the day 
was the dispatching of telegraphic pro- 
tests to Washington against the amend- 
ment to the Tariff Bill, proposing a duty 
of 30 cents an ounce on all silver im- 
ported into the United States unless 
brought in specificially for export. 
Senators Reed, Smoot and Congressman 
John H. Garner received these telegrams 
which were signed by I. J. C. Holland, 
president of the organization; Arthur A. 
Everts, regional vice-president of the 
A.N.R. J. A., Simon Linz, vice-president 
and E. J. Palm, secretary of the Texas- 
Louisiana Association. 

An interesting address was delivered 
by Robert B. Barton, sales manager of 
the Elgin National Watch Co. The 
wholesaler who does a retail business 
and the company which makes its cus- 
tomers believe it is a wholesale house 
in order to leave the impression it is 
selling goods at wholesale prices, was 
criticized by Mr. Barton, who was the 
principal speaker of the day. Another 
inspiring talk was given by W. G. Jami- 
son of the United States Department of 
Commerce at Washington. Other speak- 
ers on the platform the first day were H. 
W. Stanley, merchandising director of 
the East Texas Chamber of Commerce; 
Alfonso Johnson, Homer D. Wade and 
Dr. L. N. D. Wells, all of Dallas. 

The following were appointed to act 
a a nominating committee: L. P. Sigler, 
Dallas; “Pat” Malone, Brady, and R. L. 
Reese, Corsicana. 

The closing feature of the first day’s 


activities was a banquet and dance held 
on Monday night at the Hotel Baker. 








Michigan Retailers’ Association Pre- 
pares to Celebrate Silver 
Anniversary 


KALAMAZOO, MicH., April 4.—The 
Michigan Retail Jewelers Association 
will celebrate its silver anniversary at 
the annual convention to be held in 
Grand Rapids on April 12, 13 and 14. 
Those in charge expect this meeting to 
be the finest and best attended ever held 
by the organization. 

Starting at Monday noon, April 12, 
there will be an address of welcome by 
the City Manager of Grand Rapids, fol- 
lowed by talks by Gen. John H. Shouten, 
president of the American National 
Bank and H. Paul Juergens of Chicago. 

Tuesday will be taken up with a golf 
tournament in the morning, and with a 
luncheon at noon. This will be followed 
by a business meeting in the afternoon 
at which the following will speak: Axel 
P. Johnson, publisher of Every Girls 
Magazine, who is a business economist 
and story teller; Bernard Laskey, retail 
jeweler of Detroit and Gustave Keller, 
jeweler of Appleton, Wis. Tuesday 
night the association will hold its annual 
banquet and costume ball. 

Part of the following morning will be 
devoted to the initiation of several new 
members into the Max Jennings Club. 
On the program for the closing session 
of the convention are several addresses 
by “Bob” Barton of the Elgin National 
Watch Co., Albert Ellbogen and A. C. 
Becken, Jr., of Chicago and Paul Done- 
lan, sales and advertising manager of 
the Gorham Co. After the election of 
officers the convention will come to a 
close. ‘The concluding event of the con- 
vention will be the travelers dinner- 
dance which will be held on Wednesday 
night. 








Close Up Old Headquarters 


The well known famous wholesale es- 
tablishment of Aisenstein-Woronock & 
Sons, Inc., at 20 Eldridge St., New York, 
was finally closed up last week. The fa- 
mous old headquarters have been oc- 
cupied by the concern since it was estab- 
lished in 1885, and for years was the 
wholesale buying quarters for many of 
the retail jewelers throughout the United 
States. 


Aisenstein-Woronock & Sons, Inc., 


some time ago moved into new and en- 
larged quarters at 580 Fifth Ave., on 
the 15th floor, but continued to do busi- 
ness at the old downtown headquarters, 
until it was closed last week. The con- 
cern is carrying the same lines of jewel- 
ry, silverware, clocks, etc., together with 
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larger stocks of loose diamonds and dia- 
mond-mounted jewelry. The personnel 
of the concern will remain the same as 
in the past. 


BUSINESS RECORDS 


Morris E. Norton, Beverly, Mass., has 
filed a voluntary petition in bankruptcy. 

A. D. Miller, Chicago, Ill., has exe- 
cuted an assignment. 

It is reported that Thomas I. Anolick, 
Aliquippa, Pa., is in bankruptcy. 

A State court receiver has been ap- 
pointed for the business of R. Kocher 
Sons, San Jose, Cal. 

Dalton J. Fream, San Jose, Cal., has 
assigned to A..L. May. The assets total 
about $815 and the liabilities $1,183. 

An involuntary petition in bankruptcy 
has been filed against Golub Bros., Bos- 
ton, Mass. 

Involuntary bankruptcy proceedings 
have been instituted against Charles 
Weiner & Sons, Lawrence, Mass. 

An involuntary petition in bankruptcy 
has been filed against A. D. Miller, Chi- 
cago, Il. 

H. F. Rice of H. F. Rice & Co., Los 
Angeles, Cal., has filed a voluntary pe- 
tition in bankruptcy. Assets are esti- 
mated at $500 and liabilities $3,000. 

A receiver has been appointed for C. 
Paris & Co., Cincinnati, Ohio. Assets 
are estimated at $10,000 and liabilities 
$7,000. 

F. M. Finley, San Francisco, Cal., has 
filed a voluntary petition in bankruptcy. 
Assets are given as $3,871, of which 
amount $2,700 is claimed exempt. The 
liabilities are estimated at $9,369. 

A voluntary petition in bankruptcy 
has been filed by the Gardner Jewelry 
Co., Cincinnati, Ohio. Assets as esti- 
mated at $500, with liabilities of $2,900. 

Harry J. Heimberger, Columbus, Ohio, 
has filed a voluntary petition in bank- 
ruptcy. The assets are estimated to be 
worth between $30,000 and $40,000, with 
liabilities approximating $100,000. 

Herman Levit, Los Angeles, Cal., has 
assigned with release to the Los An- 
geles Wholesalers Board of Trade. As- 
sets, including merchandise and fixtures, 
are estimated at $1,500, while the liabili- 
ties amount to more than $1,200. 

















Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended April 5, 1930. 


The U. S. Assay Office reports: 


Gold bars exchanged for gold 
coin $693,737.44 
Gold bars paid depositors...... 50,447.93 


Wiis Ai ities $744,185.37 


Of this, gold bars exchanged for gold 
coins are reported as follows: 


Date 


DAs 6 cRa ean ba wade aes 
April | rere ore 
” Bidiwangeeecaseeeaueaun 
“ Mticesedtas oeeneuenbes 
- Cite waiek wenn saeeoneua 


Exchange 
$320,588.72 
130,891.65 
77,096.50 
40,198.43 
104,792.76 
20,169.38 


$693,737.44 
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Death of Charles F. Irons 





Veteran Manufacturing Jeweler of Provi- 


dence, Was in His 91st Year 


PROVIDENCE, R. I., April 7.—Charles 
F. Irons, dean of the manufacturing 
jewelry industry in this city and presi- 
dent of the Irons & Russell Co., 95 Chest- 
nut St., with offices in New York and 
Chicago, died yesterday morning at his 
home, 447 Friendship St., in his 91st year. 
He retired from daily attention to busi- 
ness about four years ago and for the 
past two years has been in failing health 
incidental to advanced age, but was not 
confined to his bed until about a week 
ago. 

From a small beginning in a shop of 
only 30 square feet in which he made 
regimental numbers, letters and identi- 
fication medals for the Rhode Island 
regiments leaving for the front in the 
early days of the Civil War, Mr. Irons 
developed one of the largest manufac- 
turing businesses in emblems and so- 
ciety insignias in this country, if not 
in the world and the production of his 
factory was to be found in every market 
in the civilized world. 

Mr. Irons was. born in Providence, 
April 17, 1839. After completing his edu- 
cation at Samuel Austin’s private school 
he then entered the employ of his father 
who was engaged in the manufacture of 
plate for jewelers and remained with 
him until April 1, 1861. Then he took 
a single room in the old Sackett build- 
ing, 102 Friendship St., the first build- 
ing erected in Providence for the manu- 
facture of jewelry. Mr. Irons’ first order 
amounted to $30. Cap badges and iden- 
tification shields for the soldiers going 
to the war formed a larger part of the 
output which totaled about 5000 finished 
pieces the first year, no stock being car- 
ried. 

The manufacture of cap ornaments 
finally developed into the manufacture 
of corps badges and this was in reality 
the beginning of the emblem business. 
In 1864 he purchased the Richmond Ring 
Co., using the machinery to equip his 
own business. In 1880 his nephew, 
Charles A. Russell, was admitted to the 
firm as a partner, the style of which was 
C. F. Irons & Co. and in 1893 the firm 
style was changed to Irons & Russell Co. 
Ten years later, the business having out- 
grown its quarters at 102 Friendship St., 
where it occupied practically the entire 
building, land was purchased at Chest- 
nut and Clifford Sts., and a modern six- 
story factory building erected to which 
the firm removed, occupying the entire 
top floor. In 1906 the business was incor- 
porated under the laws of the State of 
Maine with an authorized capital of 
$400,000. 

Mr. Irons never married, but always 
lived in the same house where he died 
from the time he was about six years 


old. His fraternal affiliations were con-, 


fined entirely to the Masonic order, being 
a member of Mount Vernon Lodge, Pro- 
vidence Royal Arch Chapter, Providence 
Council of Royal and Select Masters, St. 
Johns Commandery of Knights Templar 
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and Palestine Temple of the Mystic 
Shrine. He served in the State Legis- 
lature, being Representative from Provi- 
dence in 1897 and again in 1908. He 
was a member of the Central Club, the 
Pomham Club, Providence Athenaeum 
and Rhode Island Chapter Sons of the 
American Revolution. He was vice-pres- 
ident and trustee of the Citizens’ Savings 
Bank, director of the Citizens’ Safe De- 
posit Co. and a director of the High St. 
Bank. Through his firm he held mem- 
bership in the New England Manufac- 
turing Jewelers’ and Silversmiths’ As- 
sociation, the Manufacturing Jewelers’ 
Board of Trade. 

On the occasion of his 90th birthday 
a party was given in his honor at the 
Providence Plantations Club. 





George W. Davis 


PROVIDENCE, R. I., April 7.—George 
W. Davis, 77 years of age, formerly a 
manufacturing jeweler, also a manufac- 
turer of jewelers’ tools, died yesterday 
in a private sanitarium after a long 
illness. He conducted the manufacturing 
jewelry business at 91 Sabin St. for 
about 20 years, retiring 11 years ago 
on account of failing health. Deceased 
was a son of Charles and Sarah 
(Graham) Davis and is survived by two 
daughters, one brother and a sister. 


Edward Rundback 


Edward Rundback, for many years 
president of Rundback’s, Inc., 2232 Third 
Ave., New York, died suddenly on April 
1. while in his store. The funeral was 
held from the West End Funeral Home, 
followed by burial in the Flushing Cem- 
etery. 

Rundback’s, Inc., has been at its pres- 
ent location since the establishment of 
the business over half a century ago by 
Mr. Rundback’s father, and was incor- 
porated in 1923 with the deceased jeweler 
as president. Mr. Rundback was 52 years 
old at the time of his death, and had been 
suffering severely from diabetes for sev- 
eral years. 

Mr. Rundback was a member of the 
Metropolitan Retail Jewelers’ Associa- 
tion. 

His widow, a brother, John Rundback, 
and two sisters survive the deceased. 





Albert W. Crawford 


Los ANGELES, April 5.—The remains 
of Albert W. Crawford, broker, Doug- 
las building, 257 S. Spring St., were laid 
to rest yesterday in Forest Lawn Cem- 
etery, Glendale, following Masonic ser- 
vices. Many of the old-time jewelers of 
this city and environs attended the ob- 
sequies. 

Mr. Crawford at the time of his de- 
mise was 75 years old. He leaves a 
widow and one brother, Joseph, a jeweler 
in Peoria, II]. 

Mr. Crawford was for many years en- 
gaged in the jewelry business in Peoria, 
Ill., coming here from that city some 
years ago. 
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Charles A. Feil 


WILMINGTON, DeEu., April 3.—Seized 
with a heart attack while asleep at his 
home shortly after six o’clock last Tues. 
day morning, Charles A. Feil, 77 years 
old, of 1718 Washington St., and one of 
the best known and oldest jewelers of 
this city, died in an ambulance on the 
way to the Delaware Hospital. 

Mr. Feil had been in the jewelry busi- 
ness for 35 years at the Market St. ad. 
dress. He was a native of Stuttgart, 
Germany, and was born in 1853. He 
came to America when 17 years of age, 
after serving an apprenticeship in Ger. 
many as a watchmaker. In 1874 he be 
came associated with D. P. Smyth, jewel- 
er, whose business he later took over, 

Mr. Feil is survived by his widow, one 
daughter, and a brother. 


Rudolph J. Trabert 


Rudolph J. Trabert, of the Trabert & 
Hoeffer Co., Inc., 522 Fifth Ave., died 
recently in his home at the Park Central 
Hotel, New York, following a _ sudden 
attack of apoplexy. 

Mr. Trabert was president of the cor- 
poration and had been engaged in the 
retail jewelry trade for the past 10 years 
on his own account. Prior to establish- 
ing his own business, Mr. Trabert had 
been associated with Black, Starr & 
Frost for many years. He was 61 years 
old at the time of his death. 

The deceased was a member of the 
New York Athletic Club and the Pleiades 
Club and is survived by his widow and 
a son, John Randolph Trabert. 











Columbus, Ga., Retail Jewelers 
Organize and Elect Officers 


CoLuMBuUS, GA., April 3.—The second 
step in plans of the Georgia Retail 
Jewelers Association to organize the 
State into regional districts was com- 
pleted today with the formation of the 
Columbus Retail Jewelers’ Association. 

The Columbus jewelers entertained a 
group of Atlanta jewelers, who motored 
to Columbus for the meeting and din- 
ner held at the Muskogee Country Club. 
Speeches were made by Ernest P. Tom- 
linson, president of the Georgia Retail 
Jewelers Association; Lawrence Holz- 
man, secretary of the State association; 
Henry Muench, a past president of the 
association, and Paul Ewing, of Ewing 
Bros., all of Atlanta. 

Fred Schomberg, a past president of 
the State association, was elected presi- 
dent of the Columbus organization, while 
Mr. Rosenberg was elected secretary and 
treasurer. Other charter members were: 
Kinsel Berry, Mr. Petrie and Mr. Neal, 
of Kinsel & Petrie; V. J. Pekor, of Pe 
kor’s Inc.; Joseph Walter, also of Pe 
kor’s, and A. H. Kirkland. 








Jewelry valued at $1,200 belonging to 
the Kay Jewelry Co., Inc., 515 Church 
St., Nashville, Tenn., was recently re 
covered by Detectives Leo Flair and 
John Shepperson of that city. Two ne 
groes charged with the theft have been 
arrested. 
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NEW YORK NOTES 


The I. Tannenbaum Co., watch im- 
porter, has moved from 121 Canal St. to 
42 W. 48th St. 

A notice of corporate change has been 
filed by the Sellwell Diamond Corp., an- 
nouncing a capital increase from $100,- 
000 to $200,000. 

Harry Kaplan, manufacturer’s agent, 
announces that he has severed his con- 
nections with Heller & Co., Inc., Prov- 
idence, R. I. 

M. Kutcher, manufacturing jeweler, 
formerly of 121 Canal St., is now located 
in larger quarters in Room 51 at 105 
Canal St. 

The Duchess Pearl Co. has been estab- 
lished in Room 890 at 20 W. 47th St., 
this city. The firm will handle stone 
necklaces and will make a specialty of 
restringing and matching pearls. 

The office of Kushner & Pines, refiners 
and dealers in precious metals, are now 
located in new quarters at 74 W. 47th St. 
The concern will still maintain its fac- 
tory at 5 Burling Slip. 

A voluntary petition in bankruptcy 
was recently filed by Henry Grahame, 
jeweler, 22 W. 48th St. The liabilities 
are listed at $6,295, while the assets 
amount to $1,361. 

Kramer & Bick, manufacturing jewel- 
ers, have moved their office and show- 
room to 2 W. 46th St., retaining their 
factory at their downtown address, 37 
Maiden Lane. 

Charters of incorporation have re- 
cently been granted at Albany to the 
following New York firms: LeCount & 
Co.; Martin, jewelry; York Novelty Im- 
port; Eitinger-Cassell, jewelry, and A. 
Rothblum, jewelry. 

David Rothschild, diamond importer, 
48 W. 48th St., left several days ago for 
the European diamond markets and after 
visiting London, Antwerp and Amster- 
dam expects to return in about six weeks. 
He is accompanied by Mrs. Rothschild. 

Schedules in bankruptcy filed April 2 
by Abraham W. Kleinman show assets 
of $33,500 and liabilities amounting to 
$31,799. Upon the filing of the petition 
in bankruptcy Jan. 27, the Irving Trust 
was appointed receiver. 

Max Koenig, one of the creditors of 
Louis B. Brookov, 1574 Broadway, has 
made an offer to purchase the business 
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and the claims of the other creditors for 
50 cents on the dollar; 35 cents cash, and 
two indorsed notes of seven and one-half 
per cent each. 

Announcement was made last week 
that Carleton E. Bryant, formerly direc- 
tor and officer of Marcus & Co., Fifth 
Ave. jewelers, with whom he was con- 
nected for 29 years, is now associated 
with Robert H. Kirkpatrick, jeweler, 521 
Fifth Ave. 

On April 12, A. E. Anderson of the 
New York office of Bugbee & Niles, 10 
W. 47th St., will be married to Miss G. 





Swensen of Brooklyn. After a honey- 
moon trip the couple will take up their 
residence at 8501 Fort Hamilton Park- 
way, Brooklyn. 

William S. Manheimer of Louis Man- 
heimer & Bros., 20 W. 47th St., has just 
returned to the office after a two months’ 
sojourn in California. Joseph C. Good- 
man, of the same concern, is at present 
enjoying the mild climate of Bermuda, 
it being his first vacation in three years. 
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Henry Agate, formerly head of the 
Bonner Mfg. Co., which was liquidated 
recently, has started in business on his 
own account under the style of Henry 
Agate, Inc. The new concern has opened 
an office and modernly equipped factory 
on the seventh floor at 36 W. 47th St., 
where it will manufacture mountings 
and jewelry. 

An involuntary petition in bankruptcy 
was filed recently against Earnest F. 
Schafroth and Samuel C. Stern, trading 
as the Elem Watch Co., 15 Park Row. 
The petitioning creditors and _ the 
amounts of the claims are: The Diel 
Watch Case Co., Inc., $1,215; the Mon- 
roe Watch Case Co., Inc., $1,366, and the 
Jenkins Corp., $3,100. 

The school committee of the General 
Society of Mechanics and Tradesmen of 
New York have extended invitations to 
the members of the jewelry trade to at- 
tend an exhibition of the work of the 
school department to be held at the Me- 
chanics Institute, 20 W. 44th St., April 
15, from 4 to 6 o’clock. This invitation 
also includes attendance at the closing 
exercises of the school department to be 
held at the Town Hall, 113-123 W. 48rd 
St., April 16, at 8:15 o’clock. 

In recognition of his many years of 
service the members of the New York 
Jewelers Benevolent Association, will 
honor Adolph Pusrin, past president, at 
a testimonial dinner and entertainment 
to be held on Thursday evening, April 
24, in the ballroom of the Mecca Temple, 
131 W. 55th St. Mr. Pusrin has been 
active in this association for many years, 
and in 1929 he retired from the presi- 
dency after serving a term of four years. 
During his administration the member- 
ship was greatly increased, and a num- 
ber of new features were introduced into 
the organization. It is expected that 
nearly 500 members and guests will at- 
tend the dinner. 

The Jewelers Association of New 
York, of which Emil W. Kohn is presi- 
dent, will hold its annual meeting on 
Monday evening, May 5, at the Hotel 
Commodore, this city. Before the busi- 
ness meeting is opened an informal 
dinner will be served in the breakfast 
room of the Commodore at 7 o’clock. Mr. 
Kohn is issuing an invitation to ali 
jewelers to attend this meeting and 
dinner. Reservations can be made by 
communicating with William G. Mce- 
Dougall, 935 Eighth Ave. Speakers for 
this occasion will be Harry C. Larter, 
president of the Jewelers Security Al- 
liance; M. D. Rothschild, president, 
American Jewelers Protective Associa- 
tion; T. Edgar Willson, Editor of THE 
JEWELERS’ CIRCULAR; Captain William 
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HAM Over One Hundred Years the Jewelers’ Bank 


EN 
= Xx A Bank’s Best Friend 
Is a Satisfied Customer 


AKG 
Hundreds of Jewelry Merchants opened their first bank 
account there and are among our best friends today. 
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Rings You Will Be Proud to Sell 
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a Te Same Price 

we. gail Order on five days’ memo. when 
With larger YOu have a sale in sight. Orders 
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OLD RINGS MADE NEW 


We repair and rebuild any ring, also encrust any 
initial or emblem on any stone, or furnish new 
stones in all sizes and shapes. 


Prices Reasonable. Prompt Service. Try Us. 





6746—$23.50 List 
HEAVY SHANK 


Genuine one piece, three color, double 
head cameo. Belais white gold (also 
in green gold) 6746—$23.50 List. 
Next size larger stone, $2.00 additional 
BUFFALO JEWELRY COMPANY 
; “The Mail Order House to the Jewelry Trade” 
Exact Size 501 Washington St. Buffalo, N. Y. 
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J. Pedrick, executive vice-president of 
the Fifth Avenue Association; Morris L. 
Ernst of Greenbaum, Wolff & Ernst, 
counsel for the association and Otto D. 
Wormser, president of the National 
Jewelers Board of Trade. 

Bernard Klein, dealer in watches, has 
moved his business to 72 Forsyth St. 

The business of Sam Finerow, formerly 
located at 156 Ogden St., has been moved 
to 24 Second Ave. 

Seltzer Bros., wholesale jewelers, 35 
Forsyth St., will move on or about May 1 
to new quarters at 82-84 Nassau St. 

The Time Service Co., 22 W. 48th St., 
has taken a lease on Room 704, at 516 
Fifth Ave., where the concern will be 
located on and after May 1. 


On or before May 1 Esner, Friedman 
& Co., Inc., 67 Chrystie St., will move to 
a new and more spacious store located 
next door to their present location. 

M. Schlager, formerly of 122 Hester 
St., is now located at 67 Chrystie St. 
Dan Geller, diamond setter, is associated 
with Mr. Schlager at the new address. | 

H. J. Homrich, jeweler of Huntington, 
W. Va., is in this city on a buying trip, 
and while here is making his headquar- 
ters at the Hotel McAlpin. Mr. Hom- 
rich is accompanied on this trip by Mrs. 
Homrich. 

Albert J. Sequeira, formerly with Sol 
Van Wezel, Inc., has opened an office 
and diamond cutting factory under the 
style of Albert J. Sequeira & Son at 42 
W. 48th St. Mr. Sequeira is widely 
known in the diamond industry and will 
cater to the wholesale trade. 

L. Monnier, manager of the Monyco 
factory and well known Swiss specialist 
in radium, has left Switzerland for the 
United States. Mr. Monnier is coming 
here to study the American market and 
to show his customers in this country 
the latest results obtained with radium. 

The following New York firms have 
been granted charters of incorporation 
at Albany: Le Rite Jewelers; Muron 
Holmes, jewelry; Artistic Tool & Die 
Co., jewelry, and Solky Bros., jewelry. 
Another firm recently receiving incorpo- 
ration papers is Abraham Bayers, jewel- 
ry, Bronx. 

James L. Hand, jewelry auctioneer, 14 
Maiden Lane, this city, has recently con- 
ducted sales of the stocks of D. Lardin 
& Son, Butler, Pa., and James A. Lewis, 
Pittston, Pa. Mr. Hand has also com- 
pleted the sale of the stock of Roy S. 
Conner of Schenectady, N. Y., who is 
retiring from business. 

The P. & A. Linton Co., manufactur- 
ing jewelers of Providence, R. I., whose 
New York offices will continue to be 
located in Room 102 at 180 Broadway, 
under the management of W. F. Cham- 
bers, announces that the Providence head- 
quarters of that firm, which has been 
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at 86 Page St., for the past 70 years, 
was recently moved to the corner of 
Baxter and Eddy Sts., Providence. 

The Brooklyn Retail Jewelers Associ- 
ation will hold its regular monthly meet- 
ing tonight (Thursday) at 9 o’clock in 
the Johnston building, Flatbush Ave. and 
Fulton St. There are a number of im- 
portant matters to be discussed at the 
meeting and members are being urged 
to attend. When the business session is 
finished a social hour will be enjoyed at 
which refreshments will be served. 

Sol Reichgott, president of the Met- 
ropolitan Retail Jewelers Association, is 
seeking the cooperation of association 
jewelers in the Metropolitan district in 
establishing the use of a label trade mark 





that he has originated, to be used in the 
form of a price tag. This tag will have 
the initials of the organization engraved 
upon it, and the purpose it is intended 
to fulfill is that the public, upon seeing 
the tag, will know that the merchandise 
will be backed up by the dealer, and 
finally prefer to do business only with 
stores carrying merchandise with those 
tags. 

John A. Poltock & Co., Inc., is the 
name of a new concern in the trade 
which will open for business today 
(Thursday) in Room 1208 at 15 Maiden 
Lane. The officers of this new concern 
are John A. Poltock, president; Henry 
Custer, vice-president; Harry Miller. 
treasurer, and Alfred Bamman, secre- 
tary. Mr. Poltock was formerly a mem- 
ber of Poltock & Seeler, successors to 
Cross & Beguelin. Both Mr. Miller and 
Mr. Custer have been associated with 
Mr. Poltock for 15 years, while Mr. Bam- 
man was formerly for many years with 
Cross & Beguelin. Mr. Miller and Mr. 
Bamman will cover the trade in New 
York State, Connecticut, New Jersey 
and northern Pennsylvania. Early this 
week it was announced that the new firm 
of John A. Poltock & Co., Inc., had pur- 
chased the entire stock of the material 
and supply department of Cross & Be- 
guelin. 

Edward A. Bradnac, of Squire & Brad- 
nac, 21 Maiden Lane, has been released 
under $5,000 bail, on three indictments 
of grand larceny in the first degree re- 
turned against him by the grand jury 
April 4. In the first count Bradnac is 
accused of the larceny of a precious 
stone valued at $502, said to be the prop- 
erty of Kionka & Hamburger, Inc., 48 W. 
48th St., the larceny alleged to have been 
committed March 7. In the second in- 
dictment he is charged with larceny of a 
bracelet valued at $695 and a brooch 
worth $385 alleged to have been com- 
mitted on March 12, and claimed to be 
the property of Goldsmith, Stern & Co., 
136-146 W. 52nd St. The third charge 
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is larceny of a precious stone on March 
26, alleged to be the property of Charles 
Marx, Inc., 20 W. 47th St. Bradnac 
appeared before Judge Max Levine, 
pleading not guilty. 

American insurance concerns writing 
jewelers’ block policies were deeply in- 
censed last week over the publication in 
a prominent financial paper of this city, 
of an article which the former claim was 
erroneous and grossly exaggerated. This 
article commenting on the recent losses 
incurred by jewelers, mentions that the 
jewelers’ insurance business appears to 
be almost helpless from a standpoint of 
profit, and that only a handful of Ameri- 
can insurance companies are engaged in 
underwriting this class of insurance. A 
prominent member of the insurance fra- 
ternity remarked after reading the ar- 
ticle that a careful survey among the 
underwriters reveals that practically all 
of the leading groups are engaged in 
writing jewelers’ block policies, and that 
there is no greater alarm felt over some 
recent losses in the jewelry trade than 
formerly existed. Over a period of five 
years, taken as a whole, which is the 
only logical basis on which the loss rec- 
ord can be computed, it is interesting to 
learn that the business has reflected a 
satisfactory loss ratio, remarked the in- 
surance expert. 

The monthly meeting of the Executive 
Board of New York City Retail Jewel- 
ers Association was held last Friday eve- 
ning at the Hotel Astor, with Chairman 
A. Landau presiding. During the eve- 
ning David Greenberg, counsel for the 
organization, reported further on the 
success of the campaign started by the 
Board to prevent banks from giving 
jewelry, watches, etc., as premiums to 
prospective depositors. He also spoke at 
length on the auction evil, and sub- 
mitted to those present a bill drafted by 
himself, which he believes would elimi- 
nate many of the evils. Phineas Peters, 
secretary of the organization, called at- 
tention to the possibility of a luxury tax 
being imposed on merchants in New 
York State who deal in luxuries. The 
question of such legislation is now in 
the hands of a committee of experts, who 
are making an investigation. Mr. Pe- 
ters expressed the opinion that every 
wide awake jeweler should be ready to 
fight such unjust legislation if ever it is 
introduced. Following a brief discussion 
on the details of the approaching con- 
vention of the A. N. R. J. A., to be held 
in this city next September, the meeting 
came to a close. 








Six watches were taken from the 
jewelry store of Andre G. Neves, 565 
S. Water St., New Bedford, Mass., in a 
midnight robbery occurring recently. The 
thieves entered the store through a 
small window in the back, climbing down 
from a low roof adjacent to the shop. 
Many pieces of jewelry were left un- 
disturbed on the shelves, and most of the 
valuable stock was safe in the vault. 
Police found a button on the floor, pre- 
sumably from the clothing of one of the 
thieves, and are working on this as a 
clue. 
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PROVIDENCE 


Thomas S. Bennett, 161 Dorrance St., 
has been succeeded by the T. S. Bennett 
Finding Co. 

Charles P. Kuehner, of O. Kuehner & 
Co., has recovered from his recent seri- 
ous illness and is now recuperating in 
Florida for a few weeks. 


C. G. King of C. G. King & Co., has 
returned from a sojourn spent in the 
West Indies and Florida, his first respite 
from business in 10 years. 

Vincent Balasco and Carmine DiMeo 
have filed information at the city clerk’s 
office that they are the owners of the Na- 
tional Pearl Co., 730 Atwells Ave. 


The Genser Mfg. Co., Inc., has leased 
the premises and buildings at 111-113 
Point St., for five years from March 1, 
1930 with privilege of renewal for five 
years. 

Presentation of the S. M. Magid 
trophy to the league champions—the 
press department—featured the fourth 
annual banquet given under the auspices 
of the Brier Mfg. Co. Bowling League 
Association at the Narragansett Hotel 
last Saturday evening. The presenta- 
tion was made by Benjamin Brier. 

The Heiman Mfg. Co. has been incor- 
porated under the laws of Rhode Island 
with an authorized capital of 100 shares 
of common stock of no par value, for the 
purpose of conducting a manufacturing 
jewelry business. The incorporators are 
as follows. Adolph Gorman, 181 Arnold 
Ave., Cranston; O. Harry Larson and 
Donald T. McCall. 


Among the jewelry buyers reported in 
this city and vicinity during the past 
week were the following: Mr. Goldstein, 
H. O. Hurlburt & Sons, Philadelphia; 
Mr. Seligman, Seligman Jewelry Co., 
Seattle, Wash.; Hermann Klein, E. A. 
George, Inc., Los Angeles, Cal.; Mr. 
Rubenstein, the Indestructible Pearl 
Bead Makers, Inc., New York City, and 
David Bloomfield, Montreal, Que. 

James J. Hogan, formerly with the 
Krasnow Co. in the Biltmore Hotel build- 
ing, who recently opened a retail jewelry 
business at 1509 Broad St., in the Wash- 
ington Park section is president and 
treasurer of the Park Jewelry Co., 
which was granted articles of incorpora- 
tion the past week by Secretary of State 
Sprague. The company has an author- 
ized capital of 100 shares of common 
stock of no par value. 

Two gunmen held up Romero E. Guer- 
tin, proprietor of the Guertin Jewelry 
Shop, 33 Broad St., Pawtucket, in the 
back yard of his home at Mulberry and 
Brown Sts., shortly after 9 o’clock last 
Friday evening and shot through the 
heel of his left shoe when he refused to 
obey an order to “stick ’em up.” Fright- 
ened when Mr. Guertin began shouting 
for help the two men leaped the hedge 
on the jeweler’s estate, dropping a fully- 
loaded .88-caliber revolver in their flight 
and escaped by driving off in a sedan 
left parked across the street. The po- 





lice, who threw out a drag net for the 
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pair, believe they were either attempt- 
ing to rob Mr. Guertin of valuable jewel- 
ry on his person including a $1,500 dia- 
mond ring or that they were trying to 
steal a roadster which the jeweler had 
parked in his garage a few moments be- 
fore the attack. 








BOSTON 


E. E. Hardy and Mrs. Hardy have 
gone on a trip through the West Indies. 
They will be away for six weeks. 


E. M. Barlow of Lawrence died sud- 
denly last week. He had been in busi- 
ness for himself in that city for several 
years. 


The store of the Fitch Co. received 
honorable mention in the competition for 
awards given by the Parker foundation 
for the best buildings erected in this city 
during the last three years. The Fitch 
store has several unique features, which 
commend themselves to the public. 











PITTSBURGH 





Francis A. Keating of the Grogan Co. 
is making plans to leave for Europe soon 
on a buying trip for his concern. 

William Kapple of Kapple’s jewelry 
store and Ike DeRoy of Jacob DeRoy 
& Bro., have returned from a winter 
sojourn in Florida. 

Mrs. H. O. Scott, wife of the late H. 
O. Scott, has sold the building at 2825 
Penn Ave., and is closing out the entire 
stock and fixtures. 

Mrs. Georgia Toothman, wife of O. G. 
Toothman, jeweler, Brownsville, Pa., died 
suddenly recently. She was 36 years old 
and is survived by her husband and four 
children. 

Harry E. Wilson, president of the Re- 
tail Credit Men’s Association, says that 
retail business is on the upgrade and that 
collections are as good as they were this 
time last year. 

A. A. Colvin is now the local manager 
for the Waltham Watch Co., which re- 
cently opened a branch office here in the 
Hardy & Hayes Co.’s building, Wood St. 
and Oliver Ave. 

J. Alexander Hardy of the Hardy & 
Hayes Co. and Mrs. Hardy returned last 
week from Florida, where Mrs. Hardy 
has been staying all winter for the bene- 
fit of her health. 

Emanuel Grafner, Grafner Bros., and 
Mrs. Grafner, who have been spending a 
month or more in the west and on the 
Pacific Coast, where Mr. Grafner visited 
many jewelry concerns, have returned to 
Pittsburgh, enthused over the business 
outlook. 
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P. J. Coffey, president of the National 
Jewelers Publicity Association, gave an 
illustrated lecture here recently before 
the members of the Women’s City Club 
in the William Penn Hotel. He showed 
how diamonds are mined, cut and 
polished. 


Moe Kurtz, a jeweler and pawnbroker, 
at 453 Water St., was recently beaten 
over the head by a thief who entered his 
place for the purpose of robbing him. 
The man was frightened away but was 
arrested by the police. The man ad- 
mitted he intended to hold up the aged 
pawnbroker but declared that his nerve 
failed him at the last minute. 


Another art exhibition has _ been 
planned by the Grogan Co., to emphasize 
the beauty and desirability of the placing 
of beautiful windows, statuary and 
works of art built on faith and religion. 
Francis A. Keating of the firm sent out 
1500 invitations to the ministers of the 
Pittsburgh territory, inviting them to 
the exhibit. This is a new venture for 


the Grogan Co. 








DETROIT 





The business of Sol P. Lachman, Inc., 
5636 Michigan Ave., has been incorpo- 
rated for the purpose of dealing in jewel- 
ry. The owners are Doris E. Lachman, 
Samuel Hamburger and Sol P. Lachman. 

The Harry K. Jewelry Shop, 8256. 
Grand River Ave., is a new Michigan 
corporation. It deals in jewelry, silver- 
ware, and optical goods. The owners are 
Harry Kalinsky, Julius B. Finn and 
Fred H. Klein. 


Russell Schafer, manager of. the De- , 


troit branch of the Scribner & Loehr Co., 
has returned from a visit at the com- 
pany’s headquarters in Cleveland. This 
company is now engaged in a sales cam- 
paign covering practically every section 
of Detroit. 

Otto Laula & Co., 13857 Woodward 
Ave., Detroit, have recently been incorpo- 
rated with a capital stock of $50,000. 
This concern deals in silverware, jewel- 
ry, clocks, precious stones, etc. —The own- 
ers are Otto F. Laula, Saul Glueckman 
and Grace H. Laula. 

The many friends of Hugh Connolly 
will be interested to learn that he is 
now associated with Earle S. Mitchel 
in the Great Lake Agency, dealers in 
insurance and surety bonds, 919 Lafay- 
ette building. Mr. Mitchell was pre- 
viously associated with Mr. Connolly as 
credit manager and treasurer. 








The Max Rones jewelry store, High 
Point, N. C., was recently broken into 
and robbed of merchandise valued at be- 
tween $500 and $1,000. Two negro boys 
found selling watches on the street in 
Greensboro, N. C., a short while later 


have been arrested and are being held’ 


charged with robbery and unlawful 
entry. 
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CHICAGO NOTES 


A. J. Luckman, jewelry buyer for the 
Wiebolt stores, will leave this week for 
Providence and the East where he will 
look over the markets for a few weeks. 

E. D. Smith of C. D. Peacock, Inc., 
returned recently from California where 
he and Mrs. Smith spent several months 
devoting all their time to pleasure. 

Louis Goldman, of Goldman, Allshouse 
& Healy, returned Saturday from New 
York and Providence, where he went on 
a business trip. 

The name of the Lincoln Jewelry Co., 
of 2415 Lincoln Ave., has been changed 
to the Lincoln Jewelry Shop, Inc. This 
change in name took place last week. 

The National Jewelers’ Merchandising 
Bureau, Inc., was recently formed at 625 
S. Clark St., Chicago. The incorporators 
are John A. Russell, Vernon Johnson and 
B. A. Sheehan. 

C. Arthur Lundquist, manager of the 
Chicago office of the George H. Fuller & 
Sons Co., returned to his desk this week 
after spending several weeks in Florida 
with his wife and son. 

John A. Rohraff, diamond dealer, is 
now located in his spacious quarters on 
the ninth floor of the Goddard building. 
For many years Mr. Rohraff, had his 
headquarters on the 11th floor of this 
same building. 

W. F. Wiegand, diamond importer, 
recently removed his offices from Suite 
1103 to 905, at 27 E. Monroe St. In 
making the change Mr. Wiegand is more 
conveniently located and has consider- 
able more space. 

Myron Jackson, manager of the Chi- 
cago office for the Potter & Buffinton Co., 
arrived in Chicago last week. He will 
spend another week here calling on the 
trade before making a trip through the 
entire North and Middle West. 

Victor B. Hume and Allen B. Pinero, 
manufacturers’ representatives, have 
moved their offices from Room 1102 to 
1110 Heyworth building. They have 
more spacious quarters and are located 
very prominently on the floor. 

Friends of J. J. Finkler will be happy 
to learn that he is now home recuperat- 
ing from a major goitre operation. Mr. 
Finkler had been away from business 
since last November on account of ill- 
hess, He is a setter and has been in 
business for himself for many years. 








Hugh E. King, of the Queen City 
Silver Co., and the Sterling Glass Co., 
returned to Chicago last week from a 
business trip to California and the west- 
ern coast. Mr. King was accompanied 
on this trip by Mrs. King and was 
away for the past two months. 

Charles Hubbard, auctioneer, with of- 
fices at 10 S. Wabash Ave., returned 
home last week from Robinson, IIl., 





where he held a sale for the administra- 
tor of the Swern’s Jewelry & Music 
Store. The business will be continued by 
the daughter. 

Herbert Brod of Brod & Co., Newark, 
N. J., has opened local offices in Suite 
1110, Heyworth building. Several years 
ago this concern had offices in the same 
suite. Mr. Brod calls on the trade for 
this concern in Chicago and through the 
entire Middle West. 

Ernest W. Kohlsaat, general manager 
of the Bullard Bros. Co. St. Paul, 
stopped off in Chicago last week to say 
“Hello” to his many friends here. Mr. 
Kohlsaat was en route home from New 
York and the East where he looked over 
the markets. 

Ralph Kraetch, 17 N. Wabash Ave., 
manufacturers’ representative, an- 
nounces that he has made satisfactory 
arrangements with the Chilcote Co. of 
Cleveland, to represent it in connection 
with his other lines of gifts and artware. 
The Chilcote Co., manufacture a line otf 
Florentine type photo folders. 

Word was received at the home offices 
of Spies Bros., from George H. Spies, 
that he and his son, George, Jr., sailed 
on the Bremen, last Wednesday for home, 
after a three months’ sojourn in Europe. 
The trip was a combination business and 
pleasure tour and while in Europe they 
visited the diamond and watch markets. 

Carl Flanders, representing the Hart 
Jewelry Co., recently completed a busi- 
ness trip through Wisconsin and after 
spending a few days at the home offices 
replenishing his stock left on another 





trip through Indiana and Michigan. R. 
M. Nevins, of the same concern, is mak- 
ing an extended trip through Ohio. 

The California Jewelry & Novelty Co. 
and the Paramount Wedding Ring Co. 
owned and operated by A. G. Sager, are 
now located in their new and enlarged 
quarters in Room 1621, Capital building, 
159 N. State St. These firms have been 
located in this building for many years 
occupying space on the 13th floor. 

Window smashers were busy on the 
northwest side of Chicago last Wednes- 
day morning, and Walter Heurich, of 
4104 Milwaukee Ave., and Harry B. 
Forbes, 3149 Logan Boulevard, were 
among the victims. In both cases the 
loss was small, the thief taking pen and 
pencil sets. 

The Homan Silver Co. have removed 
their Chicago offices and display room 
from the ninth floor of the Silversmiths 
building to the 10th floor directly over 
their old quarters. They have acquired 
additional space. F. E. Quinn has charge 
of this office and he is assisted by C. F. 
Hibben. 

J. Vincent Huber and M. G. Vander- 
haeghen, of the Geo. H. Fuller & Sons 
Co. sales force traveling out of their Chi- 
cago offices in the Heyworth building, re- 
turned from their respective territories 
last week. Both men were away for sev- 
eral weeks and after spending a week 
at the offices will leave on another trip. 

Frank A. Leber announces. that 
Charles A. Miller is now associated with 
him as manager of his Berwyn, IIl., 
store. Mr. Miller has been connected 
in the retail jewelry business for many 
years and during the past 15 years was 
with Vincent Gorecki of Chicago. Mr. 
Leber has two stores, the one in Berwyn 
and the main store at 3817 W. 26th St. 

Word was received in Chicago last 
week that Christ Bergvick, formerly a 
retail jeweler at Yankton, S. D., passed 
away at his home in California last 
week. The remains were taken back to 
Yankton for burial by his sons. Mr. 
Bergvick sold out his retail business in 
Yankton several years ago and went to 
California to reside. 

A fashion show was held last week by 
the shops in the Palmer House. This 
lasted for three days and one evening. 
C. D. Peacock, Inc., located in the hotel 
building furnished the jewelry worn by 
the models. Genuine gems were used 
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and thousands of dollars worth of mer- 
chandise displayed. R. C. Grosscup of the 
diamond department had charge of the 
jewelry display. 

The Sandfelder Co. is a new corpora- 
tion formed recently with offices at 100 
E. Ohio St. This corporation was formed 
to deal in wearing apparel. Milton 
L. and Sylvan N. Sandfelder, the prin- 
cipal members of the concern, are well 
known to the jewelry industry. These 
men formerly represented the D. F.. 
Briggs Co. for a great many years. 
Their host of friends in the jewelry in- 
dustry wish success in this new venture. 

Allen B. Pinero announces that he has 
made satisfactory arrangements with 
the Electric Chain Co., of Attleboro, 
Mass., to represent them in Chicago and 
through the Middle West and West. Mr. 
Pinero will carry this line in conjunction 
wies the LeStage Mfg. Co. line, which he 
has represented for many years. Mr. 
Pinero left on Sunday for an extended 
business trip through his Middle West 
territory. 

The Alberti Jewelers’ Milwaukee 
Ave., are cooperating with Leo A. Schu- 
eneman, owner of the Lake View bowling 
alleys, in putting on individual ladies’ 
and men’s championship events. This is 
to take place on April 14, and Alberti’s 
are tendering $2,500 worth of jewelry 
prizes. The Alberti Jewelers’ Bowling 
team, comprised of ladies, have played 
match games with leading teams 
throughout the country during the past 
few weeks. They won the championship 
upon several occasions. 


CINCINNATI 


A requiem high mass was sung in 
the Church of Annunciation, Clifton, 
Tuesday, April 1, for Mrs. Lillian Her- 
schede Gibson, 25 year old daughter 
of Edward Herschede, president of the 
Frank Herschede Jewelry Co., E. Fourth 
St. Mrs. Gibson had been ill about four 
' weeks and died at the Good Samaritan 
Hospital on Sunday. She was the daugh- 
ter of the late Lillian Noble Herschede. 
Services were also held at the residence, 
545 Evanswood Place, Clifton. One 
brother, six sisters and her father sur- 
vive. 

Miss Grace Brisben was appointed re- 
ceiver for the jewelry and antique shop 
of Carrie Paris, 813 Walnut St., by 
Judge Fred L. Hoffman in Common 
Pleas Court, Thursday. The appoint- 
ment was made in a suit filed by Cath- 
erine Irene Paris, suing on a note for 
$2,500 which was dated Feb. 5, 1927. 
This was signed by Carrie Paris and 
Carrie Paris & Co. The suit charged 











that a balance of $1,600 was still due on 
the note. It was also charged that other 
creditors were threatening execution and 
the receiver was sought to take charge 
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for all creditors. Miss Paris has been 
conducting a jewelry shop in the city for 
some time. 

Three youths, 18 and 19 years old, 
were bound over to the Grand Jury under 
bond of $2,000 on charges of robbing the 
jewelry store of Henry Doepke & Bros., 
40 W. 12th St. The trio was arrested 
Tuesday, April 1, and jewelry worth 
$350 was recovered. Two of the youths 
were taken into custody while they were 
still in the store while the third was 
arrested at his home a short time later. 
A taxicab driver passing the store saw 
the boys at work. He notified Patrol- 
man James Reynolds who summoned 
reserve officers from headquarters. The 
squad surprised two of the boys who 
were still putting rings, watches, brace- 
lets, brooches and earrings in their 
pockets. The third youth, who had 
acted as lookout, fled when he saw the 
police arrive. One of the boys, accord- 
ing to the police, confessed that he cut 
the glass in the front door with a dia- 
mond cutter. 








ST. LOUIS 


George L. Neuhoff, Jr., of the Heffern- 
Neuhoff Jewelry Co., has returned from 
a six weeks’ trip in Florida. : 

Charles H. Buettner, who for the past 
three months has been in Hot Springs 
attached to the Jaccard store at that re- 
sort, returned last week to Jaccard’s 
St. Louis store. 

W. T. Kennedy of the International 
Silver Co., Meriden, Conn., was a vis- 
itor, as was F. J. Spellman of the Towle 
Mfg. Co., whose headquarters are in 
Chicago. Normal business was reported 
by these men in their territories. 

Oliver H. Selle, president of the Selle 
Jewelry Co., addressed the Junior Ad- 
vertising Club of St. Louis on Wednes- 
day, April 2, at the Y. M. C. A. Mr. 
Selle was the first president of this or- 
ganization when it was formed some 
years ago. 
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INDIANAPOLIS 





Steele’s jewelry store has been opened 
at 529 S. Main St., Elkhart. 

The Platinum Shop, Inc., Indianapolis, 
has been incorporated with a capital 
stock of 100 shares having a par value 
of $100 each, objects engage in the 
wholesale and retail manufacturing of 
jewelry; incorporators, Louis Bassler, 
Joseph M. Bassler and Leo Lefkovits. 

Evard’s Jewelry store, located at 26 
Monument Circle, was looted by burglars 
some time during the night of March 24 
and jewelry valued at approximately 
$1,000 was stolen. Harry W. Evard, pro- 
prietor, closed the store at 6 p. m. on the 
evening of the robbery and it was 
learned that the store had been looted 
when it was opened the next morning. 
Entrance was gained through the tran- 
som and only the jewelry in the display 
windows was taken. The store’s robbery 
makes the second in the past year. 








EVANSVILLE 


John §S. Francis, with the E. & J. Swi- 
gart Co., Cincinnati, well known in this 
section of the State, spent several days 
in southern Indiana towns last week 
calling on the trade. Mr. Francis be- 
lieves trade will improve and that there 





‘will be a good volume of business dur- 


ing the summer and fall months. 


J. M. Boner, of the J. M. Boner Jewel- 
ry Co. of this city, has announced he will 
seek the Democratic nomination for 
county auditor of this (Vanderburgh) 
county in the primary to be held on May 
6. .Mr. Boner has been active in local 
politics for a number of years past, al- 
though he has never held a public office 
of any kind. 

Local retail jewelers say with the com- 
ing of spring there has been some im- 
provement in trade. ‘They believe that 
their volume of business for the first 
half of the present year will compare 
favorably with that of the correspond- 
ing period of last year. In Evansville 
general business conditions have _ been 
getting better and many of the large 
manufacturing plants now are being op- 
erated on steady time. The number of 
unemployed people in the city is not as 
large as it was a month or six weeks 
ago. 

The local correspondent of THE JEWEL 
ERS’ CIRCULAR during the past week or 
two has visited several towns and cities 
in southern Indiana and has found busi- 
ness conditions steadily improving. The 
impression of the jewelry trade is that 
while trade is not going to enjoy any- 
thing like a boom this year, it will con 
tinue to improve. Reports from the ru- 
ral communities are to the effect that 
farmers are busy and will plant bumper 
crops this year. This will mean pros 
perity later on in the year, it is pointed 
out by the rural merchants. 
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MILWAUKEE 


Thieves hurled two padded bricks 
through the window of the W. H. Hart- 
feldt jewelry store, 1804 Center St., dur- 
ing the past week and stole several 
watches and some jewelry. 


Among retail jewelers in the State 
who called at local wholesale houses dur- 
ing the past week were: E. E. Chady, 
Whitewater; Mr. Brewer, Duncan & 
Brewer, Stoughton; and W. A. Moericke, 
Racine. 

Edwin A. Rades, formerly with the 
Alsted-Kasten Co., retail jeweler, this 
city, has opened a store of his own at 
5807 North Ave. Mr. Rades has been 
connected with various jewelry concerns 
in Milwaukee for the past 20 years. 


Members of the Fox River Valley 
Jewelers’ Association, including retail 
jewelers from Chilton, Fond du Lac, Fre- 
mont, Green Bay, Kakauna, Neenah, Osh- 
kosh, Seymour and Weyauwega, attended 
a zone meeting of the group held at the 
Hotel Conway, Appleton, on March 22, 
at which time subjects relating to vari- 
ous problems of the jewelry industry 
were discussed. Gustave Keller, Sr., a 
former Appleton jeweler, spoke on co- 
operation between jewelers, and also dis- 
cussed the chain store problem and its 
effect upon the jewelry industry. A 
round table discussion relating to adver- 
tising, window decorations and salesman- 
ship occupied a considerable portion of 
the business sessions. 











LOS ANGELES 





Jack Roth, wholesale jeweler and man- 
ufacturers’ agent, has gone North for 
a fortnight’s trip. 


A. K. Curtis, watch repairer, has 
moved from 522 S. Hill St. to Suite 500, 
Metropolitan building. 

C. Oberstein, formerly of New York 
City, has opened a watchcase factory at 
Suite 612, Title Guarantee building. 


E. V. Saunders, Pacific Coast manager 
for the International Silver Co., was a 
visitor to southern California last week. 


Raymond Finch, Covina, was in the 
city last week replenishing his stock. 
Mr. Finch reported that his business was 
excellent. 


The Crown Jewelry Co. is a new es- 
tablishment opened at 960 Fifth Ave., 
San Diego. It is operated under the 
management of Ralph Hosenpud. 


Guy Lauderbaugh visited the city last 
week to purchase his spring stock of 
goods. He recently purchased the retail 
store of F. B. King, in San Bernardino. 

The business of the Alexander Jewelry 
Co., formerly located in the Majestic 
building, San Antonio, Tex., has been 
moved to Room 704A at 220 W. Fifth St. 

Evening instructions in art metal and 


jewelry making are being given at 
Manual Arts High School, of Los An- 


THE JEWELERS’ CIRCULAR 


geles, Monday and Wednesday evenings, 
from 7 to 9 o’clock. 


W. R. Landram, who has been repre- 
senting the Seth Thomas Clock Co. for 
the last four years, has resigned his po- 
sition and given up his offices in the 
James Oviatt building, S. Olive St. 


W. B. Sunderland, of Sunderland & 
Miller, who has been North for several 
weeks, will return to Los Angeles the 
latter part of this month. He will im- 
mediately prepare for a trip East. 


Announcement is made of the proposed 
wedding on June 1 of H. Miller, sales 
manager for Holstein & Blank, novelty 
jewelry jobbers, Title Guarantee build- 
ing, to Miss S. Firks, San Diego. 


G. Wayland Smith, vice-president and 
general manager of the Oneida Com- 
munity, Ltd., left for New York last 
week after spending a month in southern 
California on a good-will tour. Mrs. 
Smith accompanied him. 


C. F. Weston is now located in Suite 
711, Metropolitan building, where he has 
supervision of Liebert’s jewelry manu- 
facturing shop. Mr. Weston formerly 
conducted a manufacturing and engrav- 
ing plant of his own at Suite 616 in the 
same building. 

Walter H. Butler, sales manager for 
the E. W. Reynolds Co., told a JEWEL- 
ERS’ CIRCULAR reporter last week that 
business is beginning to show a marked 
improvement. “Our representative in 
Honolulu, H. T.,” remarked Mr. Butler, 
“has shown increases in each month of 
the present year over a corresponding 
period of 1929. We received orders from 
him last Friday, the total of which was 
far ahead of expectations.” 

A young man giving his age as 26 is 
under arrest accused of attempted bur- 
glary of two Highland Park jewelry 
stores. His preliminary hearing will be 
held sometime this week. At an early 
hour, on April 1, Police Officers Kremer 
and Parsons saw the man near M. Shu- 
bin’s store, 5818 Pasadena Ave., where 
previously the officers had noticed a dis- 
play window had been smashed. As the 
man could not account for his presence 
at that place at so early an hour, he was 
taken to the Highland Park substation, 
where he was questioned, and is said by 
the police to have confessed to having 
broken the window. He also admitted, 
the police say, to smashing a window in 
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the jewelry store of Harold and H. K. 
Lee, 5057 York Boulevard. 


The executive committee of the Cali- 
fornia Gold and Silversmiths Associa- 
tion, having in charge arrangements for 
the annual convention of the organiza- 
tion, met last Wednesday evening and 
discussed several angles of the Trade 
Show and Pageant of Jewels to be held 
in connection with the convention. 
There were 25 jewelers present. It was 
reported by one of the subcommittee 
chairmen that arrangements had been 
perfected wherein “Peggy” Hamilton, 
noted fashion expert of Hollywood, 
would have charge of the pageant, in 
which she will present 15 motion picture 
stars who would be costumed and dec- 
orated with the proper jewelry for the 
particular gowns worn and that Miss 
Hamilton would personally superintend 
this feature of the convention. For the 
banquet, Wednesday evening, May 14, 
jobbers and manufacturers have pur- 
chased a large number of tickets which 
they will distribute among their cus- 
tomers. 








SAN FRANCISCO 





William A. Lamb, representing the G. 
H. Fuller & Son Co., Chicago, is visiting 
the firm’s customers in this city. 


Harry A. Harris of Myers & Harris 
has just returned to their headquarters 
in the jewelers’ building after visiting 
the trade and studying conditions in the 
San Joaquin Valley. 


Fred Watson, who has been adver- 
tising manager for A. I. Hall & Son 
for about 11 years, is leaving that firm, 
his resignation taking effect May 1 when 
he starts for the East, to take up new 
connections. He and Mrs. Watson will 
make the entire journey motoring and 
camping. 

W. L. Stone connected with the sales 
department of the Gorham Co. recently 
spent some time in this city, accompanied 
by Mrs. Stone. He visited the Coast 
headquarters of the Gorham Co., in the 
Sachs building and H. C. Van Ness, the 
Coast manager, was in town during Mr. 
Stone’s stay. 

Among the out-of-town jewelers call- 
ing on the trade during the past few 
days were: William Jung, W. C. Lean 
Co., San Jose; G. Shaffer, Park & 
Shaffer, Petaluma; J. Goodfriend, Good- 
friend & Traube, Salinas; R. F. Good- 
enough, Lincoln, Cal.; Dave Hall, Tur- 
lock; H. L. Engel, Burlingame; Phil 
Doll, Haywards and William Epstein, 
Carson City, Nev. 

Harold L. Levene, whose father has 
been in the jewelry business for years 
at 704 Market St., has started in busi- 
ness for himself as a factory represen- 
tative, with offices on the sixth floor of 
the Shreve building. Harold L. Levene 
is representing the silver-plated hollow- 
ware and pewter lines of the Crescent 
Co. He also has sterling silver lines and 
has just taken over the Bruner Master- 
bilt Watch Co.’s line. 
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Oneida Community, Ltd., Offers New 
Selling Plan for Building Up Spring 
and Summer Silverware Sales 


The problem of how to make more 
summer sales confronts every silverware 
dealer. How can he fill in that accus- 
tomed droop in his year’s selling, with- 
out committing himself to purely season- 
able merchandise? 

One of the most practical and effective 
solutions ever offered him has been ar- 
rived at by the merchandising specialists 
of Community plate. The principle on 
which this solution is based is the prin- 
ciple of timeliness. 

Flatware and hollowware are, in a 
sense, always timely. ‘They have no 
season. Yet once associate them in the 
mind of the consumer with seasonable 
use, and they become particularly desir- 
able in the seasons with which they are 
associated. 

Salad knives and forks have a year- 
round use. Combine them with a cold 
meat fork, a berry spoon, a mayonnaise 
bowl and ladle—and you have a selection 
of pieces that meets completely the re- 
quirements of the housewife in serving 
cold meals—the crisp salads of the hot 
weather days. 

That, in a nutshell, is what Community 
plate has done as a basis for a summer 
silverware program to stimulate sales. 
The merchandise is non-seasonable. It 
is packed individually so that it may be 
separately sold. It consists of pieces 
that present year-round gift sales. All 
that Community plate has done is to 
achieve a combination of these pieces for 
seasonable selling—and to give them to 
the dealer with two additional factors 
which complete the specific merchandis- 
ing plan. 

The first of these factors is an indorse- 
ment of the correctness—an impressive 
indorsement, because on the little slip 
that goes into each individual package 
are the signatures of authorities on cor- 
rect service, testifying to the correctness 
of these pieces. 

The second of these factors and the 
more important, is a display card, taste- 
fully executed in cool pastel tones, pre- 
senting the alluring effect of a cool and 
succulent salad served with the proper 
silverware. It is a card calculated to re- 


fresh a woman’s eye as she passes the 
dealer’s window on a hot day—to awaken 
her pride in the way in which she serves 
her salads, her light summer meals, and 
it says to her in type: “Serve Salads 
Delightfully, with this Approved Selec- 
tion in Community Plate.” 

The salad selection is one of three 
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selections prepared for this special sum- 
mer selling plan. Another is a frosted 
drink selection which includes six iced 
teaspoons, a sugar spoon, a dessert sugar 
bowl and a water pitcher. The third is 
a berry selection, including a large berry 
spoon, six teaspoons, a sugar spoon, and 
a dessert tray with dessert creamer and 
dessert sugar bowl. ; ; 

Each of these selections is accom- 
panied by its own attractive display 
card. Each piece in the selection carries 
its own certificate of correctness. Every 
display of any one of these selections, 
or all three, definitely relates the silver- 
ware to a woman’s immediate interests, 
ties up their use with the summer season. 

“Serve Frosted Drinks Smartly” says 
the frosted drink display card. “Serve 
Berries Charmingly” says the berry dis- 
play card. And the effect of smartness 
and charm is beautifully expressed in 
the illustrations. 








Following the example of the Western 
Air Express on the Pacific Coast, the 
Boeing Air Transport Corp. of Cheyenne, 
Wyo., has selected a Gorham flatware 
pattern with which to equip its planes. 
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Sheets-Rockford Silver Co., An- 
nounces New Pattern in 
Hollowware 


In announcing the new Clayborne pat- 
tern in hollowware, the Sheets-Rockford 
Silver Co., Rockford, Ill., indicated that 
before deciding on a design, retail jewel- 
ers were consulted for suggestions on 
what the consumer would like. Stores of 
all sizes and in many cities were visited, 
and as the result of the suggestions and 
criticisms received the new pattern was 
created. 

Clayborne hollowware achieves origi- 
nal distinctiveness through its surface- 
etching. The simple design, in complete 
harmony with the contours of each 
piece, is etched into the base metal— 
the entire piece then heavily silver- 
plated. The Clayborne pattern is mod- 
ern, in that it does not sacrifice useful- 
ness for beauty. 

The Sheets-Rockford Silver Co. an- 
nounces, further, that Clayborne hollow- 
ware is being marketed to the retailer 
under a new plan which aids him in 
financing his purchase and sale. Com- 
plete details of this plan are not as yet 
available for publication. 


* * * 


New York Precious Stone Dealer 
Issues Attractive Booklet 


On the cover of a descriptive pamphlet 
published by Carl Sternfeld, precious 
stones, 74 W. 46th St., New York, is 
inscribed the interesting quotation, “If 
the Cuckoo to sing be not inclined, I 
will wait till he change his mind.” Mr. 
Sternfeld goes on to explain in the text, 
that although the leisurely ancient Jap- 
anese, from whom the poem is quoted, 
had plenty of time on their hands, the 
modern American jeweler has to turn 
over merchandise or take a loss. The 
pamphlet describes many interesting and 
attractive quick-selling novelty items Mr. 
Sternfeld has to offer, including cigarette 
holders and racks for the dining table, 
carved from jade, carnelian, coral or 
amethyst. The descriptive matter is 
accompanied by illustrations, showing 
these pieces to their best advantage, as 
well as an arrangement of chokers, com- 
prised of rose quartz, carnelian and 
crystal beads. 
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Waterford & Son—Jewelers and Watchmakers 


of guy I am when I get going. Last 
Saturday I saw old man Gottler and 
broke the news to him that Gottler 
Novelty Co. of New York would have 
to stagger along without my valuable 
services. 

“The old man peered at me over his 
glasses, you know how he does it, and 
snapped: ‘Suppose you want to hold 
me up for more money eh? Well, what 
you want—robber?’ I then overwhelmed 
him with the Waterford dignity and 
made it clear to him that I was through 
as soon as he could make arrangements 
for someone else to cover my territory. 

“Then he called his partner and the 
pair of ’em talked to, at and through 
me. But I gave an imitation of a human 
rock of Gibraltar. That’s me all over, 
Pop. The final result was that they 
acted quite decently, they are a pretty 
good crowd altogether. They told me 
that after I had got tired of puddling 
along in a store—that’s the disrespectful 
way they spoke of it—my job was there 
waiting for me any time. So, Pop, if you 
find I am a flat tire, you can give me the 
works and I’ll go back to selling en- 
semble jewelry for Gottler. 

“I promised to cover my territory once 
more for them, so it will be a month be- 
fore I become the chief sweeper up for 
Waterford & Son. 

“Toodloo, Pop. And I am really get- 
ting excited at the thought of working 
with the best father and pal a young guy 
ever had. 

“Love to Mom and the fambly. 

“Affectionately your absolutely young- 
est son,” 

Eric. 


The jeweler chuckled to himself, and 
then he frowned as he muttered. “I 
wish he wouldn’t call me Pop.” 

With the letter in his hand Paul 
walked up to Karl Emden and said in 
casual tones, “Well Karl, we old timers 
are going to have some new blood with 
us. I’ve just got a letter from Eric that 
he is leaving the Gottler people and com- 
ing home to us.” 

Paul looked anxiously at the watch re- 
pairer to see how he would take the news. 
Karl had been in the store when Paul 
was a boy, and Paul had never quite 
overcome his awe at the admittedly skil- 
ful artisan. 

Karl carefully placed the watch on 
which he was working on the little repair 
bench. Then he looked at Paul and said: 

“I don’t see what he can do. There’s 
hardly enough business for the three of 
Us as it is.’ With a wave of his hand he 
Indicated the two of them and Elmer 
Catton, the salesman who was leaning 
against a case. Elmer was a thin, 
washed out looking man of uncertain 
age. Sometimes he looked 50, while at 
other times he could be mistaken for 30. 
Actually he was 47 and had worked for 
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Waterford & Son ever since he came 
as an errand boy at the age of 15. 

“I think we need new blood in the 
business, Karl. And I want one of my 
boys to carry on the business. He’ll 
help to— to— snap up the look of things. 
And he’ll bring some of the younger 
people to the store. We don’t seem to 
get the trade of the young people some- 
how.” 

“Who wants it?” Karl inquired bel- 
ligerently. “Give me the old folk’s trade. 
They have the money to buy real stuff. 
Young fellows these days buy flashy, 
imitation stuff—and then want to pay 
for it so much a week.” 

“Well, Karl, there’s something in what 
you say. But I’m sure Eric will be able 
to give us some good ideas. He’s been 
traveling all over New York State and 
through New England, so he’ll be able to 
tell us what other people are doing.” 

Paul then walked over to Elmer and 
gave him the news. The response he got 
from the salesman was: 

“Does that mean I have to go? After 
slaving all my life here.” 

Paul was startled at this reaction. He 
felt disappointed at the reception his 
news had received, so he replied rather 
curtly: 

“Don’t talk stupid, Elmer. 
should know me better than that.” 

Feeling restless at the thought of hav- 
ing his son with him, Paul walked to 
the door, opened it and looked out. It 
was drizzling, and Maple Street looked 
seedy and depressing. But Paul was 
not conscious of that; he had walked 
from his home on the hill to the store 
so many hundreds of times that he was 
not conscious of the actual appearance 
of the business street on which the store 
was located. 

Had he walked to the sidewalk and 
looked at his store this is what he would 
have seen. 

Above the two windows of the store 
was a dark green sign on which was 
painted in letters that once were white, 
“Waterford & Son.” The woodwork of 
the front was all painted in dark green, 
but it had long since lost its freshness. 
Immediately below each window was a 
sign. One read “Jewelers” while the 
other carried the message ‘“Watch- 
makers.” 

The left hand window contained a low, 
narrow shelf on which were displayed a 
few clocks. Behind, the shelf was open, 
and there it was that Karl Emden had 
his work bench. He could look into the 
street, and anybody passing the store 
could see Karl at work. In the place 
of honor on the “display” shelf was a 
fine chronometer in a square mahogany 
case. A small sign urged passers-by 
to set their watches by this timepiece 
which was guaranteed correct within 
three seconds. Everybody in Brent 
knew that old clock—that is—everyone 
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who had lived there any length of time, 
and it was accepted as the last word 
in accuracy. People knew that any- 
thing Waterford & Son said was bound 
to be right. If a resident wanted to get 
something special, and wanted to be 
sure of what he got, he went to Water- 
ford’s. “Of course, you paid plenty, 
but you knew you had the best.” 

The right hand window contained a 
display of fine jewelry behind which 
was placed a small assortment of silver 
photograph frames, silver candlesticks 
and small silver trays. 

Looking back into the store Paul 
noticed the counter on the left of the 
store, near the door, where customers 
came for their repairs. Beyond that 
was a glass case filled with small clocks. 
In a wall case at the back of it were 
displayed the assortments of such silver 
goods as he carried in stock. 

But Paul passed over that and gazed 
with pride at the long glass counter on 
the right of the entrance. In the 
shining cases were beautiful displays 
of jewelry. No one coming into the 
store could fail to be impressed with 
the charming and up-to-date designs and 
the variety of precious gems sparkling 
in all the colors of the rainbow. Any- 
one wanting a choice gift would find it 
in that fine collection. 

Directly opposite the door at the rear 
of the store was a plain, mahogany 
screen which cut off the so-called office 
from view. In this screen was a frosted 
glass panel which could be slid back so 
that anyone sitting at the roll top desk 
could peer through and into the store. 

While the fixtures were old and much 
of the stock out of date, everything was 
spotlessly clean. A fine old store with 
a fine and honorable history. Paul 
Waterford felt that his youngest son 
would have no need to be ashamed of 
his new habitat. 

At 5.45 p. m. exactly Paul Waterford 
began putting the jewelry containing 
precious stones in the safe. At 6 o’clock 
the store was locked up for the night. 
Emden and Catton walked to the corner 
of Maple St. together as they had done 
for so many years; there they parted 
company. Paul was last to leave and 
after locking the door he turned the 
door handle and rattled the door to be 
sure it was safely locked; the operation 
was automatic for Paul had done the 
same thing every night since his father 
had died, except for the brief vacations 
he had taken. 

He strode down the street, head erect. 
He made a fine figure, which was well 
known in Brent. Six feet tall, erect and 
slender, his fine artistic face clean 
shaven except for the small gray mous- 
tache. His plentiful gray hair added a 
touch of dignity to his appearance. This 
cloudy April day he hurried home hard- 
(Continued on page 80) 














ly conscious of the many greetings from 
friends; his mind was full of thoughts 
of Eric and what his coming would mean 
to the business. 

Mrs. Waterford met him at the door 
with her usual smile of welcome. So 
full was he of his news that he ex- 
claimed, 

“Well, Mom, you'll be glad to know 
that Eric is coming home. He'll be here 
in about a month and come to the store. 
My! My! Mom, I shall be glad to have 
one of my boys in the store. I began 
to be afraid there would be no one to 
carry on.” 

Mrs. Waterford took his hat and coat. 
Kissing him she said, 

“That is good news, indeed, Paul. 
Now hurry and wash up, for Susan and 
Bijah are here for dinner.” 

“I wish Junior and George were here 
tonight also. 

Junior was the eldest son, Paul Junior, 
called by all “Junior.” He was 35, single 
and a confirmed bachelor. He was mak- 
ing a name for himself as an architect. 
Frequently he was called to Cleveland 
on some industrial construction job, for 
he specialized in that branch of the 
profession. 

George, the second son was 31. Still 
a bachelor, but always on the verge of 
getting married. He could fall in and 
out of love as easily as a man could 
change his shirt—that was how Eric de- 
scribed him. A_ good-natured, easy 
going fellow; the life of a newspaper 
correspondent on one of the Cleveland 
papers suited him to a “T.” 

The Waterford’s had one daughter, 
Susan. Everybody adored her for she 
was sweet and. simple and rather de- 
pended on others to look after her. 
Bijah Jones, to everybody’s surprise, 
undertook to make looking after Susan 
a personal matter. For two years they 
had been happily married, in spite of 
Bijah’s being 40—while Susan was 28. 
People could never understand why they 
were so happy for worldly and ma- 
terialistic Bijah was the leading 
plumber in Brent. He was very success- 
ful and his business was growing by 
leaps and bounds. Bijah was a big 
man, his ruddy face seemed as if it were 
about to burst through the tightly drawn 
skin. Roughly goodnatured, he was 
most practical and worldly. Paul and 
he often had battle royals, for Paul was 
strong for the dignity of his profession 
while Bijah translated everything into 
dollars. Yet each respected the fine 
qualities of the other. 

“A darned good thing that Eric is 
coming home.” Bijah boomed when he 
heard the news. “You’re a darned good 


scout ‘P. W.’ but you really don’t know 
what it’s all about these days. You 
still think business is done as it was 
50 years ago.” 

Susan looked anxiously at her hus- 
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band. She was always worrying that 
her husband’s blunt comments would 
hurt her father’s feelings. But Paul 
knew Bijah, and while he disagreed with 
him—the two men seemed to disagree 
on principle on any matter affecting 
business—he had respect for his opin- 
ions and knew that under his uncouth 
manner he was a good, level headed 
thinker. Laughing at Bijah’s remark 
he said, 

“It would be a good thing if business 
were done as it used to be. Life was 
simpler then and we were all happier 
I think.” 

“You know darned well that’s all bunk. 
Before your trade was organized it was 
ORS. « . ss <” 

“Plumbing?” Paul inquired with a 
twinkle. 

“Yep, that’ll do. Things are a thou- 
sand times better today than ever they 
were. And if they weren’t, what can 
you do about it? I’ll tell you what’s the 
matter with you, and a lot more like 
you, ‘P. W.’, you won’t face facts. You 
color old times with the rosy glasses 
of romance, forgetting that we are 
living today.” 

“Quite poetical for you, Bijah,” Mrs. 
Waterford interposed. 

“I’m good when I get going,” the 
plumber agreed with a grin. “But just 
the same, it’s no good trying to run a 
business to suit a generation that has 
passed out of the picture.” 

“Meaning that anybody over 50 is out 
of the race I suppose,” Paul commented. 
“That may be all right in the plumbing 
business, but my business is different.” 

“Ha! You make me smile. Springing 
that hoary gag. How do you make out 
it’s different? You’re in business to 
make the dollars, just the same as I am. 
You sell bits of glass that have no value 
and you soak ’em all out doors for ’em; 
I do honest work that adds to the com- 
fort of every day life. But apart from 
that, we both buy and sell to make the 
dollar. The guts of the thing are the 
same.” Bijah tore a roll in two as if it 
were to blame in some way. 

Paul looked serious, but his eyes 
twinkled. He enjoyed these bouts with 
his son-in-law. “I'll tell you where the 
difference is, my boy. In the first place 
you say that we do not give value for 
money received. I say we give splendid 
value. Is there anything more beautiful 
than a well cut, attractively set gem? 
What can give more aesthetic joy than 
the charm of wonderful jewelry? What 
better way is there to give a permanent 
remembrance to a loved one?” 

“Help, Help!” Bijah shouted, “I quit. 
Whenever ‘P. W.’ gets on that theme 
there’s no stopping him.” They all burst 
out laughing, for they knew full well 
how Paul loved the precious stones which 
he knew so well. 

“We both have our place in the busi- 
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ness world, Bijah. I’m not denying 
that even plumbers have their uses, you 
understand. But when you compare it 
to the civilizing effect of jewelry. Well!” 
He shrugged his shoulders expressively, 

“Tll grant you that jewelry is all 
right in its way. But what I complain 
of about you is that you don’t sell the 
kind of jewelry people want today. | 
was to the Brent Department Store only 
last week. While there I saw some of 
ne. . . «= thet. . what’s its name 
Susan?” he turned to his wife. 

“Ensemble jewelry.” 

“That’s it. Ensemble jewelry. I 
bought Susan some. Real pretty and 
cheap. A young chap could buy his girl 
some of it and not be broke for a year, 
That’s what the young fellows want 
these days. You only cater to the old 
ginks.” 

“Something in that, Bijah. But the 
old ginks, as you call them, have the 
money while the youngsters may have 
pep and go. Following your pet theory, 
I can’t run the store on pep. . . or the 
business would go.” He chuckled at his 
rather feeble joke. 

“Susan,” Mrs. Waterford interrupted, 
“Please turn on the radio. We must do 
something to stop these two men talking 
shop all evening.” 

After Susan and Bijah left that eve 
ning Paul and his wife talked about Eric. 
To the two people, their youngest son 
was still a small boy who needed look- 
ing after. The thought of his working 
with his father seemed strange to them. 

“After all, Mom, the boy is grown up, 
although I cannot realize it. And his 


three years’ selling experience with that. 


New York concern should be worth ¢ 
lot to the business. Anyhow, I shall be 
glad to talk things over with him. 
Thank goodness, there is a good business 
for him to come to.” 

Little did Paul Waterford realize the 
revolution that was to come out of the 
advent of his son into the business. He 
would have been amazed if he had known 
the view which Eric was to take on the 
question of the profits as presented by 
Paul’s statement. Eric’s two years ina 
well known School of Business had given 
him a view on retailing and all that per- 
tained to it, quite at variance with the 
ideas his father had accumulated 
through practical life in the store. 

And Eric was to learn that experience 
knew things which were not learned from 
books! 

(To be continued) 








Rosenzweig & Sons, for many years 
jewelers in Phoenix, Ariz., have opened 
a new store in Tucson, the same State. 
In addition to its regular retail. business, 
the store conducts its own workshop fot 
the manufacture of jewelry. Max Reiter, 
formerly of the Phoenix store, is in 
charge. 
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Planning for Greater Profits 


(Continued from page 35) 


Our past experience and the typical experience of 
stores like our own, in our own section of the country, 
furnish the basis for our figures. Suppose, for instance, 
that you do a business of $100,000 a year, and that you 
draw a salary of $5,000 a year and, in addition, feel that 
you should have a net profit of another $5,000. Suppose 
further that the typical experience of your store is an 
expense of 35 per cent of your sales. Your total budget 
of expense for the year would then be $35,000 including 
your own salary. This $35,000 would be distributed as 
in exhibit I A. 

These sums are the expense allotments for one year. 
If you were to spend too rapidly, you might find yourself 
without any funds during the latter part of the year, 
and then the amount of the expense budget in total would 
be exceeded. Therefore, we divide the year’s allotment 
into twelve portions, and the monthly expenditures must 
be within that twelfth, unless there are special reasons 
for overspending in one month with the arrangement of 
saving in a later month. 


paid overdraw that particular month. This particular 
kind of a situation can easily be taken care of by trans- 
ferring the budget of later months to the month in 
which the payment is made. It, therefore, becomes pos- 
sible to tell not only what the expense was but also what 
you had for a budget and how you stand in relation to 
the budget. At the end of each month, the custodian of 
your records should. make up a statement, showing what 
your expenses were during this month and what the 
estimated expenses were for the month. This report, 
exhibit I B, should also show the total expenses to date, 
as well as the total estimated expenses to date. 

We now come to the second major division of budget- 
ing, namely the budgeting of merchandise purchases. 
Jewelers generally are in great need of budgeting this 
phase of their business, because the turnover of their 
stocks is notoriously slow. It is a well known fact that 
department stores, handling jewelry which compares 
favorably quality for quality and price for price with 
that handled in the legitimate jewelry stores, on that 
same merchandise obtain a turnover of three or four a 
year. 





7 T will happen, of course, that bills of a certain nature 


come once in a quarter or once a year, and when 


(To be continued) 





A Correction from Prof. Wade 


INDIANAPOLIS, IND., March 30, 1930. 
Editor, of THE JEWELERS’ CIRCULAR: 


PROMINENT member of the trade 
having called my attention to cer- 
tain paragraphs in my article on Blue 
Zircons and other Altered Stones in the 
Feb. 28 number which may be somewhat 
misleading I am now writing to correct 
any possible misunderstanding. The 
point was made by the critic that there 
are a number of cases in which it is 
practically impossible for a dealer, or 
for anybody, to determine whether or not 
a stone has been altered in color by 
artificial means. For example the lilac 
colored spudumene known as Kunzite 
may suffer in color somewhat by long 
continued exposure to strong sunlight. 
In that case it would probably be im- 
possible to tell whether or not it then 
had its natural color or had been faded 
by light. Again, the blue beryl that 
was once greenish and was moderately 
heated to make it bluish could not be 
told from one that was naturally bluish. 
In my article I said “Since there are 
in commerce numerous stones which have 
been altered in color by artificial means 
it goes without saying that all dealers 
in gems should be acquainted with such 
stones and be able to distinguish them 
from the entirely natural ones.” This 
was going a little too far. As the above 
examples show, there are cases in which 
no one could surely pronounce judgment. 
What I should perhaps have said is that 
every dealer should inform himself to 
the best of his ability as to those cases 





in which there may possibly have been 
an artificial interference with the color 
of a stone. If he is then asked “Is this 
color natural?” he can reply “No man 
can tell. Some stones of this color are 
undoubtedly natural, others have had 
their color improved by artificial means.” 

In such cases as that of the blue zircon 
it is generally admitted that there is no 
commercial supply of blue zircons of 
natural color. Such facts as these the 
dealer should know and admit to his 
customer. The difference between na- 
tural lapis lazuli and the so-called 
“Swiss” variety is not difficult to learn 
to detect and here again the dealer 
should inform himself. (The “Swiss” 
variety is file hard while the true mineral 
is attacked by the file.) 

As a further correction may I call 
attention to the misspelling of “Starlite” 
in my article where it was inadvertently 
spelled Starlight. 

Sincerely yours, 
(Signed) FRANK B. WapeE. 








Baghdad’s Gold and Silver Bazaar 
is Disappearing 

Baghdad’s former gold and_ silver 
bazaar has of late years almost entirely 
disappeared, shop after shop having been 
closed according to a report received re- 
cently in this country. 

Some gold ornaments are still ham- 
mered out by hand, but this trade has 
been largely supplanted by jewelers with 
stocks of imported jewelry. The silver- 
smiths, on the other hand, are still man- 


ufacturing silver ornaments, anklets, 
etc., which are still commonly worn by 
the poorer classes of Arab women. It 
is said that an Arab woman habitually 
wears all her worldly wealth on her 
person and that if divorced she takes all 
her jewelry with her. 

An interesting group of silversmiths 
in Iraq are the so-called Amarah silver- 
smiths. They have a process of engrav- 
ing pictures and drawings on silver and 
a secret process of filling up the en- 
gravure with antimony. They turn out 
very interesting cigarette cases and 
silver dishes and ornaments which com- 
mand a ready sale at high prices. Tour- 
ists especially seem to be attracted by 
them and carry away pieces and often 
sets as souvenirs of Baghdad. 








Awards for Clock Displays 
(Continued from page 41) 


Mitchell, trimmer, showed excellent judg- 
ment in the arrangement of the various 
displays submitted. They used dealers’ 
helps to great advantage. 

Honorable mention was given to Frank 
A. Andrews, Inc., 276 Washington St., 
Boston, Mass., and G. Fox & Co., Hart- 
ford, Conn. 

Plans for the 1930 contest have not 
yet been announced but retailers are 
sending photographs of any displays 
they make to the Clock Manufacturers 
Association, 644 Drexel Building, Phila- 
delphia, Pa., and these will be entered 
in the contest when it opens. 
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You’re Paying for This! 
Why Not Have It? 


You’re paying for it in health sacrificed — 
in working discomfort, in uncleanliness, 
and in loss of valuable metallic particles 
removed in grinding and polishing. 


LEIMAN BROS. 


PATENTED 


POLISHING 
Dust Collector 


A few cents a day is all it costs. 
Get the free information 
23 (BA) Walker St. 


LEIMAN BROS., Inc. ln 


Makers of good machinery for 40 years. 
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“GUARANTEED” 


PLATINUM 
AND 
IRIDIUM 
PLATINUM 


(In all hardnesses ) 
FOR JEWELERS 


for immediate 
shipment at 
competitive prices 
“THE WORLD RENOWNED HOUSE” 


Johnson Matthey & Co., 


INC. 


15 West 47th Street 
NEW YORK 
Telephone Bryant 4645 
May We Solicit Your Inquiries? 
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United States Patents 


Issue of April 1, 1930 


1,752,651. CLOCK. WI Lson E. Porter, New 
Haven, Conn., assignor to The New 
Haven Clock Co., New Haven, Conn. 
Filed April 4, 1927. Ser. 180,708. 4 
claims. 

A clock having a case-unit open at the 
back, a time-unit adapted to be inserted into 
the said case-unit through the open back 
thereof, a forwardly-yielding assembly-mem- 
ber carried by the time-unit at the rear end 
thereof, and an assembly-abutment located 
near the rear end of the case-unit and pro- 
jecting thereinto, the said forwardly-yielding 











assembly-member and abutment-member be- 
ing relatively positioned so that the former is 
sprung over the latter and tensionally en- 
gaged with the forward face thereof when 
the time-unit is in its “home” position in the 
case-unit, whereby the time-unit is normally 
held under tension in the case-unit by the 
said forwardly-yielding assembly-member. 


1,752,652. CLOCK. WILSonN FE. Porter, 
New Haven, Conn., assignor to The New 
Haven Clock Co., New Haven, Conn. 
Filed April 4, 1927. Ser. 180,709. 3 
claims. 

A clock, comprising a case-unit, a time- 
unit, a crystal, a stop-abutment carried by 
the case-unit for limiting the forward move- 
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ment of the said crystal and time-unit there- 
in, a forwardly-facing locking-abutment car- 
ried by the case-unit for acting in opposition 
to ‘the said stop-abutment, a free-edged as- 
sembly-plate located at the rear end of the 
time-unit and having capacity for having its 
edge forwardly-flexed bodily, and a turn-but- 
ton mounted upon the said flexible free edge 
of the said plate for engagment with the 
forwardly-facing locking-abutment of _ the 
ease-unit when the edge of the said plate is 
forwardly-flexed for the purpose. 


1,752, et LOCKET. Leo Baum, Brooklyn, 
. Y.; Alexander Russell Bond executor 








Filed Feb. 
10 claims. 


of said Leo Baum, deceased. 
17, 1927. 


Ser. 168,863. 
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In a locket, 
portion, of a lid comprising a bar mounted 
to swivel on the body portion, the bar being 


the combination with a body 


formed with a groove in one of the side 
edges thereof, a plate formed with a tongue 
at one end adapted to enter the groove, a pin 
passing through the tongue and the groove 
and secured to the bar, said pin providing an 
axis on which the plate may turn and slide, 
the pin having a head at one end to limit 
sliding movement of the plate, the under side 
of the plate being formed with a rim, and a 
mirror secured to the plate within the rim, 
the latter being formed with a boss on the 
side opposite the tongue, the body portion 
being formed with a depression adapted to 
receive the boss when the lid is in closed 
position, and the lid being slightly curved so 
that the side carrying boss will bear with 
considerable pressure against the body por- 
tion when the lid is in closed position. 


1,752,773. BALANCE FOR WATCH MOVE- 
MENTS. BETHEL J. Bates, Cleveland, 
Ohio, assignor of one-half to Albert S. 
Gregg, Cleveland, Ohio. Filed Aug. 1, 
1927. Ser. 209,845. 1 claim. 

The combination of a staff and balance 
wheel, a collet on the wheel having a slot, 
the ends of the collet adjacent the slot being 


thickened and flattened on the inside, and a 
hair spring having a hook at its inner end, 
the bend of which extends through said slot 
and the end of which is confined against one 
of the flattened surfaces and between the 
collet and the staff, the end of the collet 
acting as a wedge to prevent lost motion. 


1,752,858. BROOCH-FASTENING DEVICE, 
GustAvus A. SIEFKEN, Minneapolis, Minn. 
Filed Aug. 10, 1929. Ser. 384,976. 7 
claims. 

The combination with a pin guard having 
a hook portion and slotted opening in the 
shank thereof and a curved recess adjacent 
said opening, of a catch pivoted within said 
opening beneath the point of said guard and 
having a lug projecting upwardly to a posi- 
tion adjacent to the end of said guard, a 





spring mounted within said curved recess to 
engage said catch for normally holding said 
lug near the end of said guard and across 
the opening of said hook portion, and said 
catch having an arm forming a finger grip 
for tilting said catch against the tension of 
said spring and moving said lug to expose the 
opening in the hook portion of said guard. 


United States Trade-Marks 
Issue of April 1, 1930 


The following trade-marks are published 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907. 
Notice of opposition must be filed within 30 
days of this publication. 

Marks applied for under the 10-year “pro- 
viso” are registrable under the provision 
in Clause (b) of pection 5 of said Act as 
amended Feb. 18, 11. 

As provided by Section 14 of said Act a 
fee of $10 must accompany each notice of 
opposition. 


293,761. 
6, 19 


Grane, Inc., Chicago. Filed Dec. 


The lining and stippling shown upon the 
drawing are intended to represent shading 








only. No claim is made to the word ‘“Perles” 
appearing on the label apart from the mark 
shown in the drawing, and no claim is made 
to the form of the label or tag upon which it 
appears apart from the mark shown in the 





drawing. The picture of a young woman is 
fanciful and not intended to represent any 
individual. 

For Beads Used as Necklaces and the Like 
Personal Wear and Jewelry for Personal 
Wear (Not Including Watches.) 

Claims use since Oct. 15, 1927. 


294,442. Recent Import Corp., New York. 
Filed Jan. 6, 1930. 


“WEAREVIER” 


For Bead-Stringing Chain and Silk Cords. 
Claims use since Nov., 1929. 

















294,666. J. W. ForsInGer Co., Chicago. 
Filed Jan. 11, 1930. 
IO « A-- 


The drawing is lined to indicate the color 
orange. 


For Diamonds and Diamond Rings. 
Claims use since Dec. 20, 1929. 
DESIGNS 
Issue of March 25, 1930 
80,786. RING SHANK. 


San Francisco, Cal. 
Ser. 33,941. 


JOSEPH GRANAT, 
Filed Dec. 27, 1929. 
Term of patent 3% years. 





The ornamental design for a ring shank 
substantially as shown and described. 














84 THE JEWELERS’ CIRCULAR April 10, 1930 


LEES & SANDERS. 


Sell to the Actual Smelters and Get Higher Prices 


SWEEP SMELTERS, 
BIRMINGHAM, Enc. 














A Prompt Check i 
_— S Assay Crucibles and 
or Your Scrap — Bearing the Dixon Name 


DIXON 


Assay Crucibles 
Wonder Cupels 


We remit promptly when you 
ship us your old jewelry, fil- 








ings, polishings and sweepings ; 
\ gs, p & pong Scorifiers 
for refining. Our check covers Mufles 
the platinum and palladium DIXON-MADE 
allowance as well as the gold There are none better for your metallurgical 
laboratory. DIXON experience in the manufac- 


° ture of metallurgical graphite and clay products 

and silver. dates back nearly a century. Because of this, 

experience takes the place of guesswork and 

the DIXON name on metallurgical clay and 
graphite goods is your guarantee. 

Let your next order of crucibles, cupels, 

scorifiers, muffles, be DIXON-MADE. Write for 

Booklet No. 77-AA. 


Spyco Smelting & Refining Co. 
51 South Third St., Minneapolis, Minn. JOSEPH DIXON CRUCIBLE CO. 


Jersey City New Jersey 
Established 1827 
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80,788. RING. JosEPH GRANAT, San Fran- 
cisco, Cal. Filed Dec. 27, 1929. Ser. 
33,943. Term of patent 3% years. 





The ornamental design for a ring sub- 
stantially as shown. 


80,787. RING. JosmPH GRANAT, San Fran- 
cisco, Cal. Filed Dec. 27, 1929. Ser. 
33,942. Term of patent 3% years. 


SS 


“ 





s((oo16 I@I@lere 


The ornamental design for a ring sub- 
stantially as shown. 


80,817. SPOON OR SIMILAR ARTICLE. 
WILLIAM S. WARREN, Meriden, Conn., as- 
signor to R. Wallace & Sons Mfg. Co., 
Wallingford, Conn. Filed Nov. 23, 1929. 
Ser. 33,527. Term of patent 14 years. 


| 


>.) or) 











The ornamental design for a spoon or 


similar article as shown. 


80,818. SPOON OR SIMILAR ARTICLE. 
WILLIAM S. WARREN, Meriden, Conn., as- 
signor to R. Wallace & Sons Mfg. Co., 
Wallingford, Conn. Filed Jan. 8, 1930. 
Ser. 34,055. Term of patent 14 years. 





The ornamental design for a spoon or 


similar article as shown. 
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80,833. FINGER RING OR ARTICLE OF 
SIMILAR NATURE, Epwarp J. Gross, 
New Rochelle, N. Y., assignor to Benja- 
min & Edward J. Gross Co., Inc., New 
York. Filed June 11, 1929. Ser. 31,630. 
Term of patent 14 years. 





The ornamental design for a finger ring 
or article of similar nature, as shown. 
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80,836. RING. 


Shop, Los Angeles, Cal. 





1929. Ser. 
years. 
The ornamental design for a ring, as shown. 


33,082. 


Term of patent 14 


Trade-Mark Registrations Granted 


269,307. ELECTRIC CLOCKS. 

Mre. Co., INc., Princeton, Ind. 

Filed Dec. 9, 1929. Ser. 293,427. Pub- 
lished Jan. 21, 1930. 


269,308. CLOCKS. 
Cincinnati, Ohio. 
Filed Dec. 6, 1929. Ser. 
lished Jan. 21, 1930. 


HANSEN 


THE REVERE CLOcK Co., 


293,348. Pub- 


Trade-Mark Registrations Renewed 
Issue of March 25, 1930 


78,751. CLOCKS AND WATCHES. Regis- 
tered July 5, 1910. THE WESTERN CLOCK 
Mr«. Co., La Salle, Ill. Renewed July 5, 
1930, to Western Clock Co., Peru, IIl., 
assignee. 


Trade-Mark Registrations Renewed 


Issue of April 1, 1930 


CERTAIN JEWELRY. Registered 
Ture D. L. Autp Co., 
Renewed Feb. 15, 1930. 


76,786. 
Feb. 15, 1910. 
Columbus, Ohio. 








STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACT OF CON- 
GRESS OF AUGUST 24, 1912, 

Of THE JEWELERS’ CIRCULAR, published week- 

ly at New York, N. Y., for April 1, 1930. 

State of New York 2 gs 

County of New York f§ 

Before me, a Notary Public in and for the 
State and county aforesaid, personally ap- 
peared P. M. Fahrendorf, who, having been 
duly sworn according to law, deposes and 
says that he is the Business Manager of THE 
JEWELERS’ CIRCULAR, and that the following 
is, to the best of his knowledge and belief, 
a true statement of the ownership, manage- 
ment (and if-a daily paper, the circulation), 
etc., of the aforesaid publication for the date 
shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 
411, Postal Laws and Regulations, printed 
on the reverse of this form, to wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and busi- 
ness managers are: 

Publisher, Jewelers Publishing Corporation, 
239 West 39th St., New York. 

Editor, T. Edgar Willson, 239 West 39th 
St., New York. 

Managing Editor—None. 

Business Manager, P. M. Fahrendorf, 239 
West 39th St., New York. 

2. That the owner is: (If owned by a cor- 
poration, its name and address must be 
stated and also immediately thereunder the 
names and addresses of stockholders owning 
or holding one per cent or more of total 
amount of stock. If not owned by a corpo- 
ration, the names and addresses of the indi- 
vidual owners must be given. If owned by 
a firm, company, or other unincorporated con- 
cern, its name and address, as well as those 
of each individual member, must be given.) 

United Publishers Corporation, 239 West 
39th St., New York, N. Y. 

(Stockholders of United Publishers Corpo- 
ration owning in excess of 1 per cent:) 

United Business Publishers, Inc., 239 West 
39th St., New York, N. Y. 

(Stockholders of the United Business Pub- 
lishers, Inc., owning in excess of 1 per cent:) 

Cc. S. Baur, 3559 164th St, Broadway, 
Flushing, L. I., N. Y. 

George H. Busby, Philadelphia, Pa. 

Anna B. Frank, Pleasantville, N. Y. 

Fritz J. Frank, Pleasantville, N. Y. 


CIRCULAR 


FREDERICK H. Hitt, Los 
Angeles, Cal., assignor to The Monogram 
Filed Oct. 17, 
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Lee, cme & Co. (Partnership), New 
York, N. Y. 


C. A. Musselman, Philadelphia, Pa. 
A. C. Pearson, Montclair, N. J. 
Lelia C. Pearson, Montclair, N. J. 


Frederic C. Stevens, 325 West End Ave., 
New York, N. Y. 


(A) Frederic C. Stevens Co., 23 Prospect 
Terrace, Montclair, N. J. 


Note (A)—Stockholders of Frederic C. 
Stevens Co.: 


Velma I. Stevens, 325 West End Ave., New 
York, N. Y. 


F. C. Stevens, Jr., 325 West End Ave., New 
York, N. Y. 


Velma S. Stevens, 325 West End Ave., New 
York, N. Y. 


Frederic C. Stevens, 325 West End Ave., 
New York, N. Y. 


Ruth S. Kane, Montclair, N. J. 


3. That the known bondholders, mortga- 
gees, and other security holders owning or 
holding 1 per cent or more of total amount 
of bonds, mortgages, or other securities are: 
(If there are none, so state.) None. 


4. That the two paragraphs next above, 
giving the names of the owners, stockholders, 
and security holders, if any, contain not only 
the list of stockholders and security holders 
as they appear upon the books of the com- 
pany, but also, in cases where the stock- 
holder or security holder appears upon the 
books of the company as trustee or in any 
other fiduciary relation, the name of the per- 
son or corporation for whom such trustee is 
acting, is given; also that the said two para- 
graphs contain statements embracing affiant’s 
full knowledge and belief as to the circum- 
stances and conditions under which stock- 
holders and security holders who do not ap- 
pear upon the books of the company as 
trustees, hold stock and securities in a capac- 
ity other than that of a bona fide owner; 
and this affiant has no reason to believe that 
any other person, association, or corporation 
has any interest direct or indirect in the said 
stock, bonds, or other securities than as so 
stated by him. 

5. That the average number of copies of 
each issue of this publication sold or distrib- 
uted, through the mails or otherwise, to paid 
subscribers during the six months preceding 
the date shown above is... (This informa- 
tion is required from daily publications only.) 

P. M. FAHRENDORF, 
Business Manager. 

Sworn to and subscribed before me this ist 

day of April, 1930. 


[SBAL. ] CHARLES B. TANNER, 


Notary Public, New York County, N. Y. 
County Clerk’s No. 12. N. Y. County 
Register’s No. 2-T-101. (Commission ex- 
pires March 30, 1932). 


OHIO NOTES 











Edwin R. Jonas, Youngstown jeweler, 
is now located in more spacious quarters 
at 33 N. Phelps St. 

Heavy loss was suffered by C. Miller 
& Bro., jewelers, when fire swept a 
downtown block in Murray City, Ohio. 
The loss suffered by the firm totaled 
more than $5,000. 

The jewelry store of the George C. 
Deuble Co., located for many years on 
Market Ave., S., Canton, will be com- 
pletely modernized. The exterior is to 
be revamped and the whole interior re- 
modeled. ‘New fixtures are to be in- 
stalled, according to officials of the com- 
pany. The store is one of the oldest in 
the Canton area. 








L. H. Hoffman, who with his brother, 
John E. Hoffman, has owned and oper- 
ated the Hoffman jewelry store, 107 E. 
Mountain Ave., Fort Collins, Col., for the 
past 21 years, has recently purchased the 
latter’s half interest and will continue 
the business alone. 
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CIRCULAR April 10, 1930 





We Can Raise For You 
$5,000 to $10,000 


A WEEK right now accord- 
ing to size of stock. For full 







particulars write or wire 


B. WOLFF & CO. 


Dependable Auctioneers 
156 E. 42nd St., N. Y. 


Tel. Ashland 5298 


MESH BEAD 
BAGS SILVERWARE ~ BAGS 


EXPERTLY REPAIRED AND REFINISHED LIKE NEW 


PRECISE ATTENTION TO EACH DETAIL OF 
REPAIR, SKILLFUL REPLACEMENT OF MISSING 
PARTS AND ORNAMENTS, AND EXACTING CARE 
IN HAND FINISHING, POLISHING AND PLATING 
ASSURES THE SUCCESSFUL HANDLING OF EACH 
JOB REGARDLESS OF SIZE, QUANTITY OR CON- 
DITION. YOUR SATISFACTION IS GUARANTEED. 
WE ARE EQUALLY WELL EQUIPPED TO DO YOUR 


PLATING 


GOLD—SILVER—PLATINUM—CHROMIUM 


ws. wasash ave SWARTZ & CoO. 


CHICAGO 














B. ROEDE & SONS 


PLATINUMSMITHS 
SPECIAL ORDER WORK FOR OVER 45 YEARS 


THAT’S ALL 


142 FULTON STREET NEW YORK 








Platinum and White Gold Shells 





SAMUEL STERN 


71 Nassau St., New York 
*Phone Cortland 4346 


Onl: - that wi Manufactures Fine Platinum 
ony tones to a4 aoe 2 Jewelry—Special Order Work. 


i ~ a ell 
nted U. 8. A. 


“Changeable Ring’ 
Patented U. S. A. 











HAVE YOU ANY MERCHANDISE 


* q 
> q 
® that you want to convert into cash or into good receivables? « 
» CONSULT n 
3 7 


RUDOLPH SCHWEIGER, Broker 
> 48 W. 48th St., New York Tel. Bryant 6776 
wAAAAAAABA *S MAAAAAAAAA YZ 


agp PEG-REBUILT WATCHES 


A complete line of Rebuilt ELGIN, ‘ae ae and 
other American standard make watches in new cases. 
Hamilton—ILlinois—Howard—Elgin 21-3, R. RB. 
watches in ; apes cases, at very low prices. Price list 
upon request 

PLONSKY & GREENBERG 
Tel. Dry Dock 7563 New York City 









76 Bowery 
















Manufacturers of 
Glass-HShades for Figures, 
Clocks and Taxidermists. 

89-97 2. 11th St. Brooklyn, N. B 





Demuth Glass Mifg.Co. 





™ProtectionRing Guard 


For thin rings get our number 
0. It is a new addition to our 
regular sizes. 

The Lion Safety Pin Clutch Co. 


Pat. Feb. 30, sere 20 W. 22nd St., New York Pat. May 26, 1920 


























REPAIRING 
of All Kinds 
American or foreign make: 


WATCHES, CHIME & 
ELECTRIC CLOCKS. 


Use of First-Class Material and 
Workmanship guaranteed 
OUR SPECIALTY: 
Fitting and Vibrating Hairsprings— 
Flat or Breguet. 


AMERICAN-SWISS JEWEL 
WATCH & CLOCK CORP. 
719 Sansom St., Philadelphia, Pa. 








THE WASHBURN 
MAGIC NUT 
for EAR STUDS—SCARF PINS, ete. 


Gy- 


Now Made in 


18K. WHITE GOLD 
Platinum—18K.—14K.—14K. R.P.—Sterling 


a Alte 
SAFETY CATCH 


Open For Brooches, etc. Closed 


COPYRIGHT 1930 F. F. B. 











Gillette Electric 


STREET CLOCK 
COMPANY 


728 Buckingham Place 
Chi 


Catalogue and terms, free. 


18K. White. 18K., 14K., Large and Small Size. 
Descriptive Circular on Application 

Pearl Drilling, Stringing and Adj. a Specialty 
Special Order Work and Repairing 


C. IRVING WASHBURN Neh"vork 














EXCLUSIVE WATCH & ANTIQUE 
& MODERN CLOCK REPAIRING 
MODEL MAKING & EXPERI- 
MENTAL WORK or any KIND 








Buyers’ Directory 
$1.00 Postpaid 


Jewelers Publishing Corp. 


6 HAIRSPRINGS? 
Go to on enoctalios with ese hair- 
@) er ak and niles ‘a> on and collet to 


vibrate + or 


SWISS HAIRSPRING SERVICE, Ine. 
116 Nassau Street, New York City 























